FEED MERCHANTS BULLETIN and 


more complicated and Ay y 


there is more competition. 


It logically follows that 
informed and more ag- WA ) | 
gressive. They must know 
feeds and feeding and feed 
merchandising. That’s 
why progressive dealers 
read The Feed Bag—‘‘The <=52722 

Merchandising Paper of Z 
the Feed Industry’’. 


ELLING feed is not as . 
easy asit was. Feeding . 
is more scientific, feeds 
more numerous, rations 
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Build feeder confidence 
with the WISCONSIN line 


Forty-six years of experience and dependable 
service in milling and feed manufacturing have 
contributed to making the WISCONSIN line 
outstanding in the confidence of both the dealer 
and feeder. Down through the years, careful 
study of dealer requirements together with faith- 
ful application of correct feeding practices have 
built this enduring confidence in— 


WISCONSIN BALANCED DAIRY RATIONS 
16%, 20% and 32%; BLUE RIBBON SWEET 
DAIRY FEED 161%; MAXIMA DAIRY RA- 
TION 26%; WISCONSIN POULTRY MASHES; 
WISCONSIN POULTRY GRAINS, WISCON- 
SIN PIG AND HOG FEEDS; WISCONSIN 
HORSE FEED; WISCONSIN CALF MEAL. 


Your customers will appreciate the service and 
economy of the WISCONSIN line. Increased 


volume and increased profits are the sure re- 


sults of FEEDER CONFIDENCE. 


NORTHERN MILLING COMPANY 


SINCE 1883 


WAUSAU, WISCONSIN 


ONSIN HOG RATIONS £ 


STOCK 
| | 


Does the Work 


SUPERIOR D. P. CUPS 


Increase Elevator 
Capacity 


Without changing anything but the cups you can 
increase your elevator capacity 20%. Superior 
D. P. Cups can be placed closer on the belt. They 
discharge perfectly. We carry complete stccks. 


Many Men 


HIS machine blends and 

mixes all kinds of dry 
feed. A combined loader, 
mixer and sacker, complete 
in one unit. It saves labor, 
space and time. The 


“EUREKA” 
3-in-1 Feed Mixing Plant 


Cleans itself automatically after each 
batch is finished. Shipped ready to 
operate. Write for full information. 


Strong-Scott 


BAG HOLDER 


Holds without tearing—the more the 
weight, the tighter the grip. Pinion rolls 
up rack for inserting sack. Holder bolts 
to front of spout. Four corner irons 
furnished. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd-Winnipeg 
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PUTTING 


PUNCH 


IN THE RATION 


Punch is a quality common to good base- 
ball teams and good dairy rations. 


Among 9 good ball players, one usually 
outshines the rest. He's the man who is 
likely to break up the game every time 
he comes to bat—or nip a rally in the 
bud by en unassisted double play. He's 
the boy who puts the winning punch in 
that ball team. 


Among 6, 8 or 10 good ingredients in 
the feed mixture, one contributes a bit 
more of that vital quality than the others 
do. Call that quality punch or call it pro- 
tein—the ingredient that supplies it is the 
ingredient that’s responsible for the extra 
can of milk, the extra dozen eggs, the 
extra pounds of pork or beef that mean 
extra profit to the feeder. 


Manufacturers of and dealers in good 
dairy, poultry and hog rations know that 
such an ingredient is 


Diamond Corn Gluten Meal 


...as high as 48% of protein... as low 
as 112% of fibre... more than 80% of 


total digestible nutrients. 


40%, 


Guaranteed 
Protein 


Corn Products Refining Company 
New York Chicago 


MFRS., ALSO, OF BUFFALO CORN GLUTEN FEED 


----for almost half 


a century---- 


time you sell a sack 
; of flour it should do at 
f least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


an 
Alta Hard Wheat Middlings 


FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSEL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 


HiCCMENT FLOUR 
| 


FEED DEALERS 


There is a gold mine of valuable informa- 
tion for you in Feeds and Feeding by 
Henry and Morrison and Commercial 
Feeds by Stroud. 


With them you have, at your finger-tips, 
the latest available complete and accu- 
rate information on feed, feed ingredients, 
feed manufacturing and feed merchandis- 
ing. And it’s all easy to find and in 
concise form. 


You can secure a copy of Feeds and 
Feeding and a one year subscription to 
The Feed Bag for $5.50. The price for 
Commercial Feeds with The Feed Bag is 
$4.00. The price for both books with 
The Feed Bag is $7.50. 


Che feed Bag 


86 E. Michigan Street Milwaukee, Wis. 
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the nation 


use FOS-FOR-US for Profit 


[NIERNATIONAL GRICULTURAL (ORPORATION 


OF GRADE 


MANUFACTURERS 


61 BROADWAY, DEPT. 18, NEW YORK CITY All the facts about 
Send me the “ MILLERS’ BRIEF.” 


See how many 
millers all over the nation 
use FOS-FOR-US: 


ALABAMA . 
ARKANSAS 
CONNECTICUT . 
DELAWARE . 
FLORIDA 
GEORGIA 
ILLINOIS 
INDIANA 

IOWA .. 
KANSAS... 
KENTUCKY . 
MAINE ... 
MARYLAND . 


MASSACHUSETTS . 


MICHIGAN . 
MINNESOTA 

MISSOURI . 
NEBRASKA . 


NEW HAMPSHIRE . 


NEW JERSEY 
NEW YORK . 


NORTH CAROLINA. 


OHIO 
OKLAHOMA . 
OREGON 
PENNSYLVANIA 
RHODE ISLAND . 


SOUTH CAROLINA . 


TENNESSEE . 
VERMONT 
VIRGINIA... 
WASHINGTON . 
WISCONSIN . 
WYOMING . 


wn 


2 


Fer 


Prorir from saving in mixing 
costs. Profit from continued sales 
that come because of the proven 
effects of Fos-ror-uUS with all 
kinds of stock— poultry —swine 
—beef and dairy cattle. And, 


most important: 


Profit from the national use and 
nation-wide demand for Fos-For- 
US by stock feeders and poultry- 
men—as well as country-wide use 
by millersand feed manufacturers. 


ED MINE 


All the Facts f 


FOS-FOR-US are in 
this book. Millers 
who enjoy making 
good profits send 


for it. 


State 
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Address 


MAY YOUR VACATION 


BE A PLEASANT ONE 


AND 


YOUR BUSINESS 


WHILE AWAY 


A PROSPEROUS ONE ON 


ARCADY WONDER QUALITY 
FEEDS 


ARCADY FARMS MILLING CoO. 
| CHICAGO, ILLINOIS | 


WISCONSIN 


Volume Five 


August, 1929 


Number Eight 


Wadsworth Feed Co., Warren, Ohio 
Reduces Bad Debts 


Establishes System of Credit and Collections Similar to Banks 
Thirty Years Experience Shows How to Handle Charge Accounts 


extending credit only to those 

who are able to pay, the Wads- 
worth Feed Co., Warren, Ohio, has re- 
duced its losses from bad accounts to 
¥% per cent of the total retail sales. 
“Slow pay” customers and irresponsible 
feeders are easily eliminated by the plan. 

Credit Selling Like Banking 

When a farmer comes into the store 
and asks to buy feeds on time he is 
immediately presented with a financial 
statement and asked to answer the ques- 
tions which are printed pon it. The 
firm does not flatly refuse to accept his 
account. He is frankly told that selling 
feed on credit is similar to banking. 
Loans of money are not made to per- 
sons without investigating their ability 
to pay it back. 

“The feed business,” explains the 
Wadsworth Co., “is similar. We do not 
loan money but we are entrusting you 
with feeds for which we have paid hard 
cash. We should, therefore, protect our- 
selves and our business by discovering 
what security our customer can offer.” 

If the man is unwilling to produce the 
information requested in the financial 
statement presented to him when he 
asks for credit, he is invariably a bad 
risk. Patrons who have good security 
to back them usually do not hesitate 
to give the necessary information. 

Interest After 30 Days 

Customers to whom credit is extended 
are put on the books with the under- 
standing that 7 per cent interest will be 
charged to their account after 30 days. 
The Wadsworth Feed Co. strictly en- 
forces this provision, and does not waste 
time in pleading with the debtor to pay 
it. This stringent requirement has also 
assisted in reducing the firm’s bad ac- 
counts to the present narrow margin. 

The financial statement which farmers 
are requested to fill out before the firm 


. DHERING to a strict policy of 


determines whether they can _ obtain 
credit is simple and straightforward. It 
requests the purchaser to list the num- 
ber of acres, buildings, horses, cattle, 
hogs, chickens, sheep and other live- 
stock and their total value. The farmer 
must also indicate the amount of mort- 
gage if any on his land and buildings 
and the encumbrances on livestock and 
other property. He is also asked to 
name three references and tell whether 
he is a renter or operates his own farm 
and how long he has lived at his pres- 
ent location. 
Charge for Deliveries 

Copies of the financial statement will 
be gladly mailed to dealers by J. X. 
Wadsworth, president of the company. 
Mr. Wadsworth is secretary of the Eas- 
tern Ohio Feed Dealers association, an 
active district organization. 

The Wadsworth Feed Co. manufac- 
tures its own rations and mashes and 
distributes them over a widespread ter- 
ritory, shipping by railroad and _ truck. 
Retail and carload business is about 
equally divided. A fleet of trucks is 
maintained for delivery service to farm- 
ers within a radius of 20 miles. The 
firm has profited by adopting the plan. 
Patrons in the city are charged 15 cents 
per 100 pounds for delivery while rural 
customers pay from $1.00 to $3.50 a ton, 
depending upon the distance which they 
live from the store. Many new custom- 
ers are obtained because of the con- 
venience which the truck delivery sys- 
tem affords them in purchasing their 
feeds. 

In Business 30 Years 

Complete equipment for mixing feeds 
is owned by the firm. The system is 
operated on the automatic feeder prin- 
ciple and is used to manufacture all of 
the mashes and rations which are sold 
under the company’s brand names. The 
line includes “Superior” laying and 
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chick mashes with buttermilk and 30, 
24, 20 and 16 per cent protein dairy 
rations, with or without mclasses. The 
Wadsworth Feed Co. is also distributor 
for Miller’s A-1 dog ration. 

J. X. Wadsworth, president, and L. 
M. Wadsworth, secretary and treasurer 
of the company, have engaged in the 
feed business for approximately 30 years 
and incorporated the present firm in 
1908. In 1916 a 100-barrel flour mill 
with an elevator, storage bins, and a 
large grain drier in addition was con- 
structed. Fire destroyed this building 
in 1922. It was replaced by the present 
modern feed mixing plant. 


“ERNEST & ‘CAMPBEEL C@,, 
Brown City, Mich., has opened a flour 
and feed store. 


GREEN BAY ELEVATOR CO., 
Green Bay, Wis., has been incorporated 
with a capital stock of $30,000. The in- 
corporators are E. Lyman, E. Howard 
and A. Recito. 


ED COLLITON and M. S. Smith 
have purchased the grain elevator of A. 
D. Peterson, Doran, Minn. 


SOUTHERN WISCONSIN FEED 
CO., Janesville, Wis., has been incor- 
porated by Robert Conway, Adolph P. 
Carr and J. P. Carr to conduct a feed 
store in that city. 


KLEEPE & SLETTIN, Great Falls, 
Minn., are building a large addition to 
their elevator for storage purposes. 


NORTH IOWA GRAIN CO., Des 
Moines, Ia., which operates 14 grain 
elevators in northern and western' Iowa, 
has moved its headquarters to Cedar 
Rapids, Ia., according to the manager, 
L. C. Miller. 
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Studying New Feeding Methods 
Helps Idaho Dealer 


M. SANDE, Twin Falls, Ida- 
A ho, profits by keeping in close 
® contact with his state agricul- 
tural experiment station, incorporating 
its discoveries in the feeds which he 
mixes, and passing valuable informa- 
tion on to his customers. His policy of 
extending this service has gained a rep- 
utation for him in his community. It is 
generally known among farmers that 
“Sande knows his feeds.” 

The Idaho agricultural experiment 
station conducted tests last winter to 
determine the relative value of certain 
feeds for fattening lambs. Mr. Sande 
adopted the formula for the ration 
which gave the best results and pro- 
duced it for the farmers. In selling it, 
he pointed out that it was recommended 
by the agricultural experiment station 
authorities. He gained a large volume 
of business with this feed and produced 
results for his customers. 

In addition to producing his own ra- 
tions Mr. Sande grinds and mixes feeds 
to the specifications of farmers. He op- 
erates a large outlay of equipment and 
business in this department is continu- 
ally increasing. The charge is 10 cents 


per 100 pounds for coarse grinding and 
20 cents for fine. 

Mr. Sande also maintains a truck de- 
livery system which has enabled him 
to obtain new customers in his territory. 
Costs are carefully checked and the 
fleet is operated to return a profit on the 
investment. He maintains that the de- 
iivery system should be considered a 
separate part of the business and should 
be able to stand on its own feet. 

Mr. Sande attributes his success, 
marked by continual growth from a 
small store to a large, modern estab- 
lishment of several units, to his study 
of up-to-date feeding methods and his 
strict observance of the policy of pro- 
ducing results for customers. He has 
been in the feed business since 1907. 


PLYMOUTH FEED CO., Plymouth, 
Wis., has been incorporated with a cap- 
ital stock of 250 non par shares, by E. 
Bohnsack and B. Heerien. 


HARLAND FLOUR & FEED CO., 
Minneapolis, has purchased the Lyle 
feed mill, Lyle, Minn., from Ed. Fossey, 
who will be retained as manager. 


Are you looking for a method of 
merchandising which helps to sell 
everything you carry in stock ? 


ASK FOR DETAILS OF OUR PLAN 


“Money in Every Sack” 
Profits Will Prove It 


BLUE RIBBON SWEET DAIRY 


FEEDS 
1614% AND 24% PROTEIN 


HOG FEED 


POULTRY FEED 


Kasco Mills Convention 


Held at Toledo 


Kasco Mills, Inc., Toledo, Ohio, held 
its annual sales convention at the Hotel 
Waldorf, Toledo, July 19 and 20. Fea- 
tures of the program were a _ business 
meeting, inspection of mill, golf tour- 
nament and banquet. 

Characterizing the stability and long 
life of the firm, the convention program 
printed the following historical account: 

“It happened that some decades ago, 
one Noah of Ark fame, a noted naviga- 
tor and circusman, was held up by a ris- 
ing tide and finding his feed bin some- 
what emaciated, he dispatched his pur- 
chasing agent in quest of fodder with 
which to sustain the lives of his mam- 
moth organization of birds and beasts. 

“Kasco Mills, then a one-horse In- 
dian Meal Grinder, copped the order, 
and with the proceeds the foundation 
of the present magnificent institution 
was laid. 

“A question may arise as to the au- 
thenticity of this story, however, we are 
compelled to take the word of our past 
historians that Kasco Milis was not af- 
fected by the deluge.” 


C. W. ZASTROW has been ap- 
pointed manager of the Farmers Coop- 
erative elevator at Anita, Ia. 


SWEET 
DAIRY FEED 


BROOKS MILLING CB. 


| MINNEAPOLIS, MINN. 


RANTEEO ANAL 


BUA ¥ 


INGREDIENTS 
CORN GLUTEN FEED. WHEAT BRAN, SOY : 
* MEAL. OLD PROCESS LINSEED 
MEAL, PRIME 43°). COTTON SCED MEAL: 
PULVERIZED AND ‘BOLTED FLAX AND 
SGRAIN SCREENINGS. MINERALS (CALCIUM 
CARBONATE, BONE MEAL, SALT) AND 


BROOKS MILLING CO. 
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Michigan Association 
Elects Marshall, 
Plans Affiliation With 
Bean Jobbers 


& Son, Lansing, was elected pres- 

ident of the Michigan Grain, Feed 
& Hay Dealers association at its 28th 
annual convention held July 25 at the 
Hotel Bancroft, Saginaw, Mich. Mr. 
Marshall headed the Republican ticket 
which secured a 100 per cent victory, 
bringing into office Ernie Bueschlen, 
Unionville, as first vice-president and 
Bard Pomeroy, Middleton, second vice- 
president. 

Hubbard Remains Secretary 

W. I. Biles, Saginaw, and Albert Rei- 
del, Lansing, were elected directors for 
two years and J. E. Maloney, Lansing, 
retiring president, director for one year 
on a non-partisan ticket. The hold-over 
directors include Joseph Frutchey, Sag- 
inaw; H. R. White, Scotts, and Bard 
Pomeroy, Middleton. Tracy J. Hub- 
bard, Lansing, was retained as secre- 
tary and treasurer. 

The convention, which was_ highly 
successful, can perhaps best be de- 
scribed as unique among feed trade 
gatherings throughout the country. The 
program was short and snappy and the 
entire business and pleasure sessions of 
the convention were completed in one 
day. The board of directors held a 
meeting in the offices of the Michigan 
Bean Jobbers association, Eddy build- 
ing, Saginaw, at 10 a. m. Luncheon, 
which was complimentary to all dele- 
gates through the courtesy of the Chat- 
terton grain department, began at noon 
and the convention program was started 
in the same room immediately follow- 
ing. 


L«: E. MARSHALL, Chatterton 


A “Terrible” Convention 


President Maloney and _ Secretary 
Hubbard would probably describe the 
convention as “terrible”. They were 
pessimistic in their announcements 
throughout the meeting and, with all 
delegates entering into the spirit of the 
program, the proceedings provided con- 
siderable amusement. Mr. Reidel pre- 
sided as general chairman and _toast- 
master at the luncheon and unusually 
good entertainment was provided by a 
local male quartet. 

L. H. Charbonneau, Union Trust Co., 
Detroit, talked on “Business Begins to 
Think”, and was introduced as the “rot- 
tenest speaker” President Maloney ever 


heard. “I thought he was so rotten,” 
Maloney said, “that we went to con- 
siderable trouble to invite him to be 
with us and to insist that he accept our 
invitation.” 

“In absence of instructions,” said Mr. 
Charbonneau, “or when in doubt with 
respect to the proper thing to do, it is 
better to do something in connection 
with the general plan than to do noth- 
ing.” He complimented President Hoo- 
ver on his economic contributions to the 
United States and urged the executives 
present to realize that all businesses 
must render a distinct service and can- 
not just live in or off a community. “It 
is not enough, too, for trade associa- 
tions to merely exist,’ he said. “They 
should and must function to contribute 
something) worthwhile to the general 
trade they represent.” 


Association Merger Proposed 

Charles Quinn, secretary of the Grain 
Dealers National association, Toledo, 
delivered an address on “Federal Farm 
Relief”, following which President Ma- 
loney reported on the board of direc- 
tors’ recommendations and the general 
business of the organization was trans- 
acted. The principal recommendation 
was that an affiliation be arranged with 
the Michigan Bean Jobbers association. 
On motion of Mike Hart, Saginaw, the 
board of directors were given full au- 
thority to meet with the bean jobbers’ 
directors and complete arrangements for 
an affiliation under the terms of which, 
however, both organizations would re- 
tain their identities. 

“We found the books of the associa- 
tion in bad shape,” said Lee M. Swift, 
Lansing, reporting as chairman of the 
auditing committee. ‘We were forced 
to hire two local auditors in order te 
get a balance and finally to our sur- 
prise, we discovered the association on 
the right side of the ledger, with a net 
balance of $489.” 

Chairman Biles reported for the reso- 
lutions committee. A memorial to the 
members of the organization who died 
during the past year was passed. Thanks 
of the association were tendered to 
Chatterton & Sou, Bancroft hotel, con- 
vention speakers and committees and 
the retiring officers. 

The difficulties of 


the nominating 
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T. J. HUBBARD 
Tracy J. Hubbard, Lansing, was re-elected 


secretary-treasurer of the Michigan Grain, 
Feed & Hay Dealers association. 

committee were explained by Gus Ma- 
rotzke, Sebewaing. “Every one of the 
four members of our committee was of 
a different political party,’ he said “and 
we could not agree on religion, farm re- 
lief or prohibition and, therefore, were 
finally forced to nominate four different 
complete party tickets.” 

In addition to the successful Repub- 
licans previously named, the candidates 
were: Democrat—Mrs. Gert. Flaherty, 
Charlotte, president; H. E. Chatterton, 
Lansing, first vice-president, and Art 
Jarred, Lansing, second vice-president. 
Prohibition—Bert Pomeroy, Caro; Walt 
Gruber, Reese, and Sam Kirby, Corun- 
na. Socialist—Mike Hart, Saginaw; 
John McFarland, Alma and J. N. Mc- 
Bride, Owaso. 


CONNEAUT, Ohio, Grain & Seed 
Co., was struck by lightning, which re- 
sulted in fire damage estimated at 
$5,000, largely covered by insurance. 


JOHN A. BRUCE feed store, Ham- 
ilton, Ont., was destroyed by fire July 
17, with a loss estimated at $20,000. 


EDWARD GENSELINE, Sparta, 
Wis., grist miller, was drowned July 25 
when the old mill dam which powered 
his mill collapsed after a heavy rain- 
storm while he was attempting repairs. 
Genseline, who was about 75 at the time 
of his death, had operated the mill for 
30 years. 


A. D. McINTYRE, secretary of the 
Cash City Grain Co., Saginaw, Mich., 
has personally purchased the feed, grain 
and coal business of the Mayville Pro- 
duce Co., Mayville, Mich. W. M. 
Briggs has been retained as manager. 
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Who Says 


Quaker Feeds Are Best? 


ATURALLY, the men who make Quaker Feeds think 
N these are the best feeds. The men who sell Quaker 
Feeds think so, too. But Quaker isn’t satisfied with human 
opinion, which may err. So—every Quaker Feed must 
accept constantly the verdict of the bird or animal for 
which it is intended. At the Quaker Farms (Libertyville, 
Illinois, and Madison, Wisconsin) a “jury” of honest birds 
and beasts are telling the truth, the whole truth, and 
nothing but the truth. They say Quaker Feeds are best. 
If you want to be a Quaker Dealer and enjoy the benefit of 
irrefutable evidence, write today —a postal card will do. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


BUY rs FEEDS IN STRIPED AA. 
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IT PAYS The experience of Thorpe & Baker, Car- 
TO ANALYZE bondale, Pa., as told in an article in this 

issue of The Feed Bag, should be carefully 
studied by all feed merchants. Here is a firm which, we be- 
lieve, attacked its problem in the proper light. 

First, they sized up the job of beating car door compe- 
tition. They knew it would not be easy to overcome. They 
knew it would be a slow process. But they were not dis- 
couraged and loaded their guns with some real merchandis- 
ing sense. 

They made a survey of every farm in their vicinity. They 
located each one on the map. They made systematic per- 
sonal calls at every farm and put their message across. 

But the important thing was that they called a second 
time, and a third and at regular intervals thereafter. Many 
dealers call once or so, but after that they let their “exten- 
sion” work drop, thereby dropping all the good it has done. 

Nearly every farmer regards these calls as a point of 
service. They are especially well pleased if the call is in- 
telligently made. To get the most from their calls on feed- 
ers, Thorpe & Baker have a system of filing the information 
obtained during each successive call. By referring to this 
record before calling again, they prepare themselves to give 
more competent service. This system is followed out, not 
only with a few choice prospects, but with every farmer in 
the territory. 

In order to obtain a standing of merit in the community 
in these days of keen competition, it is necessary for the mer- 
chant to show his customers that he is leading the parade. 
The dealer who gets the farthest with his trade is the one 
who is closest to them. To succeed in learning the needs of 
your customers it is best to have business meetings with 
them right out on their farms. It will then be easy and 
interesting for you to take care of their wants. You will rea- 
lize additional profits through increased volume. Few farmers 
are so liberal in feeding that increased volume would not 
bring more profit to them. 

It is not surprising that this firm has flourished. They 
have beaten car door competition by giving super service. 
They know how because they study their trade carefully. 


A PROVED How one feed dealer has reduced 
COLLECTION PLAN his book account and _ increased 
his working capital should inter- 
est many other dealers who are worrying about the credit 
problem today. This dealer had kept an accurate set of books 
for many years and at the end of each month had always 
known just how much was owing from each customer. 

He was particular about credit. When his bookkeeper 
would hand the list of accounts receivable to him, at the 
end of each month, he would look the list over carefully 
and make mental notes of the fellows who owed large 
amounts. During the month, then, he would make an ef- 
fort to get in touch with each and every one of these cus- 
tomers to ask for some payment on account. 

This system, while better than many feed dealers use, 
was haphazard in its working and did not seem to produce 
noticeable results in the way of reducing the book accounts. 
More working capital and less money on the books was what 
this dealer wanted, so he devised a new system about a 
month ago. When his list of accounts receivable is com- 
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piled each month now, there is a separate line for the name 
of each customer, just as there formerly was, but the 
amounts due from each are tabulated in three columns. The 
figures in the first column show the amounts due from 
charges made the past 30 days. The figures in the second 
column reveal the amounts, if any, 30 days past due. When 
figures appear in the third column, after any man’s nante, 
they indicate the amount that he is in arrears 60 days or 
more. 

The dealer we are referring to pays no attention to the 
customers whose charges are listed in the first and second 
columns. He ccncentrates his collection efforts on the third 
column customers and writes each one of these debtors a 
letter explaining that he has been hard pressed for cash 
because of his book accounts and recently has been required 
to borrow money from the bank in order to meet the drafts 
cn incoming cars of feed. 

“IT am counting on you,” he concludes by saying, “to 
pay your account within the next 15 days so that I can 
meet my notes at the bank. That gives you considerable 
time and so if I do not hear from you, in the meantime, I 
will call you on the telephone with a reminder a few days 
before my note is due.” 

This gets results. The customers invariably call at the 
feed store with a payment before the required time as they 
do not like to be called on the telephone with respect to 
credit matters. This dealer had an average book account 
of $30,000. He has reduced his third column or past 60 
day due total from approximately $18,000 to an average of 
$3.000. This gives him $15,000 additional actual working 
capital. 


BURGLARY Several feed stores in several parts of the 
INSURANCE country pass out some of their profits to 

burglars every month. Burglars drive up 
with a truck, break into the warehouse, select a choice load 
and are off. They are seldom apprehended. The loot is 
usually selected from the highest priced merchandise carried 
in stock. Seeds are a favorite during the spring season but 
the average load seldom exceeds $1,000. 

A dealer located near Milwaukee recently sustained a 
burglary loss of approximately $800. He offered a $200 re- 
ward for information which would lead to the arrest and con- 
viction of the burglars but without results. A few days later 
he received a bill for his fire insurance and it started him 
thinking. 

Checking over his various insurance policies, in connec- 
tion with his business, he found he had coverage for fire 
and tornado on his buildings, robbery on his stock; fire, 
theft and liability on his automobile and truck; compensa- 
tion and fidelity on his employees and life insurance payable 
to the business on himself. 

It seemed strange that he was not protected against 
burglary and, calling his agent, he found that he could get 
a special burglary insurance policy which would protect him 
for all losses to the extent of $1,000 at the small cost of $9.00 
per year. 

This dealer now carries burglary insurance and The 
Feed Bag believes there are many others among our readers 
who will be glad to know that adequate burglary protection 
can be purchased at such low cost. 
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2257 lbs. of OATS through 1-16 screen 
Using only 1.56 K. W. per 100 lbs. 


A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 
has in every test always outground every 


other hammer mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 
tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the ‘MIRACLE ACE HAMMER MILL” describes this mill, and our ‘‘MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Trained Employees Can Build Trade 
For Retail Feed Dealer 


Calling on Farmers with Manager Teaches Helpers to Merchandise 
Development of Ability of Assistants Assures Satisfied Patrons 


By Ray W. Senusky 


Advertising Manager, Larrowe Milling Co., Detroit 


dealer. 
A dairyman came in and said, “I 
want a ton of Blank dairy feed”. 

As the doorman turned away to get 
it, the dairyman had an after thought. 
What Is Feed Worth 

“What is it worth today?” 

“Fifty-six dollars,’ was the answer. 

“Too much money,’ commented the 
dairyman. “Your prices are getting 
higher and higher all the time. Haven't 
you got something cheaper?” 

“Sure,” the doorman replied. 
have Dash’s feed at $48”. 

“What is the difference between the 
two feeds?” 

The only answer he got was a shrug 
of the doorman’s shoulders, followed by 
the very indefinite assertion: “I don’t 
know”. 

“But there must be some difference,” 
persisted the dairyman, “or they would 
sell at the same price”. 

Another indifferent shrug, followed 
by the admission, “Maybe there is; I 
don’t know”. 

The dairyman thought it over for a 
minute or two and finally said: “Well, 
I have been feeding Blank feed for a 
long time and don’t know a thing about 
this other feed, so I guess I will stick 
to Blank’s, but your price is entirely 
too high”. 

An Unsatisfied Customer 

I watched that dairyman get his load 
and start away. As his truck faded into 
the distance, I know he had one of two 
things on his mind. He thought that 
either the manufacturer of Blank’s feed 
or the dealer was asking exorbitant 
profit. In cither case, the dealer suf- 
fered. 

A live-wire salesman or a_ keen- 
minded retail clerk from some other es- 
tablishment with another line of feeds 
could get that dairyman’s business with- 
cut half trying. 

The owner of this Ohio store is a 
keen merchandiser. He knows the feed 
business and knows how to merchandise 
feeds. There were at least a dozen rea- 
sons why Blank feed was worth $8.00 
a ton more than Dash feed. Had the 
owner been there, he could have ex- 
plained the matter to that dairyman’s 
entire satisfaction. 


I: was in the store of an Ohio feed 


“We 


But the weak link in his business 
chain—one that is costing him hundreds 
of dollars each year—is his failure to in- 
struct and educate the men who work 
for him so that they can do a real job 
of selling the merchandise he handles. 

This dealer, like hundreds of others, 
thinks that he is conducting his own 
business, but the truth of the matter. is 
that men who work for him and who 
come in the contact with his customers 
are really the fellows who run the busi- 
ness. Witness: a dairyman who went 
away dissatisfied because the man he 
ialked to did not know enough to tell 
him why a certain brand of merchandise 
was worth its price and could make 
more milk for him than some other feed. 

Now, let’s contrast this incident with 
another that started in the same way. 

“T couldn’t sell Warner any feed this 
morning,” said an employee of a big 
southern establishment. “He is feeding 
Jones’ feed because it is $5.00 a ton 
cheaper.” 

Example of Salesmanship 

For answer, this merchant said: “Let’s 
call on him together. I am going to 
show you how to sell our feed and I 
am not going to quote the price until 
after I have made Warner want the 
brand of feed we handle”. 

Together they went out to Warner's 
farm and the feed dealer said something 
like this: 

“Mr. Warner, you buy feed for just 
one purpose—to get the biggest possible 
milk production and at the same time 
keep your herd in perfect health. You 
don’t care what kind of feed you get 
so long as it will give you the results 
you are after. You don’t care,what the 
price of the feed is so long as it leaves 
more money in your pocket after the 
feed bill is paid. 

“You told Jerry you were going to 
feed another feed just because you could 
buy it a little cheaper. I am sure you 
do not want to buy on price alone be- 
cause when you do that, you blind your- 
self to the real motive of your purchase, 
which is to make you the most money. 

“You know what results you get from 
our feed. Before making your decision 
on price alone, let’s call on a farm or 
two where this other feed is being used 
and see whether it is delivering the kind 
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of results that our feed delivers for 
you.” 

Mr. Warner never left his farm. He 
continued to buy from that feed dealer 
because after all, he had really been 
thinking of price alone and not of re- 
sults. But it took a trained salesman to 
hold the business. 

Importance of Employees 

Every day your employees are com- 
ing in contact with your customers. 
They are either building good will or 
tearing it down. They make permanent 
customers or else they create dissatis- 
faction with your store. 

You can’t hire a clerk and turn him 
loose without some training. In nearly 
every line of business a man has some 
training before he starts a job. Physi- 
cians and plumbers, carpenters or chiro- 
practors, brick layers or ball players, 
musicians or masons, in fact, any line 
you want to name, the man on the job 
has had some education or training—ex- 
cept retail clerks. 

When you and I went to school, our 
teachers used to tell us that if we 
behaved ourselves and studied hard, we 
would grow up to be bank presidents or 
senators or merchants, but no one ever 
boosted for a retail clerk. He never 
studied for his job: he just happened 
into it. But since he is the man who 
largely makes or breaks you, he de- 
serves some real attention. 

A Losing Proposition 

A few weeks ago I called on an east- 
ern dealer who happened to be out. His 
two men spent their spare time pitch- 
ing horse shoes in the yard. Whenever 
a customer drove up, they would have 
to throw another shoe or two before 
they waited on him. When they did 
wait on him, their minds were on the 
horse shoe game and the service they 
gave their customers was mighty per- 
functory. If they happened to have 
what the customer wanted, he got it. 
If they didn’t, they told his so and 
turned away without trying to sell him 
something else. 

It costs money to bring customers 
into your store. ‘It costs money because 
you pay rent or taxes for your location. 
You pay for the privilege of having 
your store where it is, and when your 
customers come in you lose unless you 
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sell them everything in your line which 
they can use to advantage. 

I know of one Michigan dairyman 
who used to come into a store every 
other day with the same inquiry: 

“What is a sack of Blank dairy feed 
worth?” 

Nearly 
“$2:75". 

He would buy 400 pounds and go out. 

One day the owner of this store got 
a new retail man who had some mer- 
chandising sense. The next time this 
customer came in and asked, “What is 
a sack of blank dairy feed worth,” the 
answer he got was: 


“Two dollars and seventy-five cents, 
(Continued on Page Thirty-five) 


always, the answer was 


the mill. 


bagger. 


Hammer Mill No. 3. 
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Cuts the labor cost in two. 
|| folder on how to “‘Cash in on the Daily Grind’. 
what you want to know. 


THE |. B. ROWELL CO. 
1316 Lincoln Ave. 
Waukesha, Wisconsin 


Send me free information on 
the new and improved Rowell 


The boy who froze his feet in front 
of a saloon waiting for his father to 
come out now has a son of his own 
who gets his fingers crushed in a bottle 
capper. 

x Ok 


Feed dealer Berns is happy to learn 
that the government has issued some 
new money. Judging from his old ac- 


Rewell Hammer Mill 
No. 3 with direct con- 
nected electric motor, 


More Profit with the New and 
Improved Rowell Hammer Mill! 


| A money-maker for the Custom Miller for TEN good reasons: 
| 
| 


1. Reasonable in first cost. 

2. Requires less attention. 
Is not dulled because of friction by running empty. 
Foreign material in the feed will not ordinarily injure 


3 

4 

5. There is a greater range of fineness. 
6. Replacements are fewer. 

7. Wear does not impair its efficiency. 
8. It produces a satisfactory product without heating or 
discoloring the grain. 

| 9. Blower on Main shaft eliminates Belt and Bearing 
I trouble found on other mills. 

| Farmers are demanding Hammer Mill Grinding. 

| 


Capacity 90 to 175 bushels per hour with 14 inch screen. 
Equipment most complete, including one or two-spout 


Write for interesting 
It tells 
Write today. 
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counts, he reported that there wasn’t 
any old stuff to be found anywhere. 
x 
FUTURE FEEDER 

Farmer Boy: “My father makes his 
money from the pen.” 

City Cousin: “What are some of the 
magazines for which he writes?” 

Farmer Boy: “He don’t write; 
raises hogs.” 


he 


x * * 


SAW ACTIVE SERVICE 

Rastus: “Say, Mose, was you in de 
firin’ line?” 

Mose: “Yas, suh, I wus workin’ foh 
a feed company and one day de boss 
stood us all in line and I wus de first 
one fired.” 

* 
CORNHAY WEAKLY NEWS 

Lem Jones, local feed dealer, has been 
in the hospital for the past few days. 
It is reported that his wife caught him 
reading The Feed Bag while he was 
supposed to be out weeding the gar- 
den. 

Cornhay will celebrate its 50th anni- 
versary next Sunday. A large crowd 
of prohibition officers are expected to 
attend. 

Mrs. Ira Hicks left for Milwaukee 
Friday to buy one of those weather 
bureaus for her front bedroom. 

Grouch Mudkins of Mudville was in 
town the other day to buy a new ther- 
mometer. It was so hot on his farm 
Thursday that the old one boiled over. 

—AND MOTHER-IN-LAWS 

Minister: “I wish to announce that on 
Wednesday evening the Ladies’ Aid will 
have a rummage sale. This is the 
chance for all the ladies of the congre- 
gation to get rid of anything that is 
not worth keeping, but is too good to 
be thrown away. Don’t forget to bring 
your husbands.” 

—Penford News 
Ok 
STRICTLY MODERN 

Office Manager: “Why did you leave 
your last position.” 

Beautiful Stenographer: 
was a perfect gentleman.” 

—Park & Pollard Scratch 
*x* * * 

LEARNED BY EXPERIENCE 

“How did you learn to stay under 
water so long.” 

“I once went swimming on the same 
beach with a feed dealer from whom I 
bought some feed on account.” 


“The boss 
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Dealers Beat Door Competition 
Selling Quality Feeds 


YSTEM in operating their business 
S and the selling of high quality 
products beat car door competition 
for Thorpe & Baker, Carbondale, Pa., 
and in five years has made them out- 
standing among feed dealers of the East. 


W.R. Baker L. E. Thorpe 


W. R. Baker and Leroy E. Thorpe, 
two aggressive young men, purchased a 
wholesale firm in the city in 1924 and 
for a short time sold only to dealers. 
They agreed that this field was too lim- 
ited, and decided to retail to farmers. 
Car door competition loomed before 
them. The prices were far below any 
they could quote on the lines which 
they handled. Temptation to meet the 
low prices was strong. But the two 
young men did not yield. 

They decided to follow the course of 
quality. The farmer, they agreed, would 
pay the price if the results which he 
obtained would bring him a greater pro- 
fit than he could get from the lower 
cost feeds. 

Thorpe & Baker realized that the 
trade could not be converted to their 
policy overnight. And so they sat down 
and attacked the problem systematically. 
They drew a map of their territory, in- 
cluded all of the highways and marked 
the residences of the farmers. A can- 
vass of the field was made and the in- 
formation which Thorpe & Baker de- 
sired for their files was obtained by per- 


sonal interview. Right in the farmer’s 
own yard they talked quality and re- 
sults. Price was hardly mentioned. The 
young men began to obtain orders, and 
they realized that their idea was going 
across. Quality and results were selling 
their feeds. 

The pioneering work in the field is 
now being effectively followed up. A 
large map of the territory has been di- 
vided into sections and each of these is 
regularly canvassed by a representative 
of the firm. Red pins are used to in- 
dicate the farmers who buy all their 
products from Thorpe & Baker and 
those who purchase only a part of their 
requirements from the firm are marked 
with blue. Farms from which the com- 
pany does not get any business are left 
blank. It is upon these that the Thorpe 
& Baker sales efforts are concentrated. 

Thorpe & Baker trucks make regular 
trips into all sections on specified days. 
Orders are delivered and farm products 
are brought back on the return trip. 
The trucks themselves are an advertise- 
ment as they roll over the roads past 
the farms and flash their attractively 
lettered signs. By concentrating on one 
section each day, operating costs are 
reduced. The trucks always carry a 
full load to specific points and are not 
running aimlessly, filling scattered or- 
ders. 

Systematic canvassing of the trade 
territory has also enabled Thorpe & 
Baker to collect their accounts closely. 
Instead of depending upon mailed state- 
ments they can make personal collec- 
tions with better results. Discounts of 
$1.40 a ton are allowed on feeds bought 
cn the cash and carry plan. 

Business is further stimulated by a 
house organ entitled “Feed News” 
which the firm sends monthly to all of 
the farmers. It is published on a mime- 
ograph on 8% by 11 sheets and is illus- 
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trated with pencil drawings. All of the 
work is done in the company’s office, 
and the approximate cost of the house 
organ is three cents a copy, delivered 
third class mail. 

“We have tried a number of ideas in 
advertising,” said Mr. Thorpe, “but have 
yet to find anything that will come up 
to Feed News.” 

Contents of the house organ are in- 
teresting and practical and are bright- 
ened with appropriate drawings. The 
June issue featured in its leading article 
why cows on pasture should receive 
feed in addition. It also carried an- 
nouncements of a feeding lecture which 
the firm was sponsoring in a neighbor- 
ing town and an invitation to the pa- 
trons to visit the store to observe the 
results cf an experiment which was be- 
ing conducted with four lots of baby 
chicks. Jokes and short editorials were 
intermingled with the articles. The back 
page of Feed News featured trade marks 
of the various lines of feeds and flour 
which Thorpe & Baker handle, thereby 
linking the firm with the general adver- 
tising of the manufacturer. Blue paper 
was used for the covers of the house 
organ while the inside pages were white. 


Many favorable comments on the lit- 
tle paper are received regularly from 
the farmers and it has developed into an 
important part of the well-planned sys- 
tem which Thorpe & Baker have de- 
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ES. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millreeds 


Gil and Cotton 
Seed Meals 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


—_ 
Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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vised to win trade. 

The five years since the two young 
men started in business have been 
marked by a remarkable growth. When 
Thorpe & Baker decided to enter the 
field cne large feed mill and two other 
smaller establishments were already op- 
erating in the territory. Friends told 
them that their chances for success were 
few. But within 1% years one of the 
mills discontinued operation. On March 
1 this year Thorpe & Baker purchased 
the other establishment and are now 
operating two plants. When the new 
addition was made, the company was 
incorporated with larger capital. Mr. 
Thorpe was made president and man- 
ager, Mr. Baker, vice-president and 
treasurer, and Alex T. Ditchburn, sec- 
retary. Ten men are employed by the 


He’s been serving 


firm and a fleet of three trucks is main- 
tained for the delivery system. The fu- 
ture for the company is promising. Mr. 
Thorpe stands firmly to continue the 
policy upon which the firm has operated. 

“We have very keen car door compe- 
tition,” he said. “We have never tried 
to meet it on price, but when we started 
in business we made up our mind that 
we would put quality first and maintain 
this quality. This we have done and we 
consider it the outstanding feature in 
our success.” 

And so another testimonial of the 
value of system, quality, and results in 
the feed business is written. As _ this 
formula has won success for Thorpe 
& Baker it stands ready to do for other 
dealers who will adopt it and carry it 
out effectively. 


Purina users 


for 


ATT SIECKHAUS 
and hundreds of 
other Purina employ- 
ees... millers, chem- 
ists, nutrition special- 
ists... all must guard 
Purina’s reputation 
for quality or they 
lose more than you do. 


Your Purina dealer 
knows that every bag 
of feed he sends you 
must pay you more 
than you pay him. 
That is the only way 
he can expect you to 
come back for more. 


PUR IN A MibLLeLs 
813 Gratiot Street, St. Louis, Mo. 


years 


a 


This is Matt Sieckhaus, head miller of 
Purina Mills’ St. Louis plant. He has 


been making Purina Chows for 26 years. 
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For 36 Years Makers of PURINA CHOWS 
‘ POULTRY... cows STEERS... SHEEP 
| CALVES ....HOGS = ... HORSES... 


Prize Contest Adds 50 New Members 


To Eastern Federation 
Herbert D. Fairchild Team Won First Prize; E. B. Dunbar, Second 


Chas. M. Struven, Sponsor, Announces the Winners at Alexandria Bay 


M. Struven & Co., Baltimore, 

brought the membership drive of 
the Eastern Federation of Feed Mer- 
chants to an enthusiastic close when he 
stated that the prizes he had offered 
were the greatest investment he had 
ever made. 

“This campaign has been an _ eye- 
cpener,” he said to the members who 
gathered for the concluding dinner at 
Alexandria Bay. ‘When I _ proposed 
the drive at Binghamton and offered the 
prizes for the dealers and salesmen who 
produced the largest number of new 
members, I thought of it as merely a 
contribution to the trade. But it has 
revealed the interest, enthusiasm and 
strength of the trade in so striking a 
manner that I am proud indeed to have 
a part in it.” 

Fairchild Team Wins 

The membership drive, which took 
the form of a horse race, was started 
at Binghamton last February. Each 
dollar of membership dues counted as 
one mile. The goal was Alexandria 
Bay—300 miles away. No one reached 
the goal but Herbert D. Fairchild, C. 
W. Nohle Co., Lowville, N. Y., came 
the nearest with a score of 200. 

Mr. Fairchild found that one dealer 
could accomplish little by himself, so 
he organized a squad of nearby dealers 
and systematically covered Lewis coun- 
ty. How well he succeeded was told 
by Director Sylvester F. Virkler, Cas- 
torland, N. Y., at the dinner. 

“Mr. Fairchild. Jay Markham, Lyons 
Falls; Louis Bush, Lowville and myself 
comprised the team which was directed 
by Mr. Fairchild. We listed every 
dealer who could qualify for member- 
ship in our county and went after them. 
Several of them did not understand 
what the federation has done and can 
do for the trade. We explained. When 
one ran out of ammunition, another took 
the floor. 

“Every dealer in our county but one 
is now a member and we would have 
had him, too, if he had not been away. 
All of the members of our self-appointed 
‘team’ agree that it is comparatively 
easy for two or more to ‘sell’ the fed- 
eration to the dealers while one who 
‘goes out alone seems to be handicapped. 

“All of the dealers on our ‘team’ had 
a wonderful experience. We found out 
what our neighbors and competitors are 


Sire M. STRUVEN, Chas. 


doing. I predict it will mean better 
business for all of us and more unity 
of trade practices among the dealers of 
Lewis county.” 

E. B. Dunbar, Little Valley, N. Y., 
stood second. He is a director of the 
federation and connected with the James 
H. Gray Milling Co. He went out 
single handed and bagged a total of 
seven new members. 

“Just a case of going after them,” he 
explained, in his usual modest manner. 
“IT made up my mind I would line 
them up, and I used our sales methcds 
to do so. I think one reason more of 
cur members are unsuccessful is that 
they depend upon the mail and _tele- 
phone instead of personal calls. 

“Many of the dealers I talked with 
were willing to join but had paid no at- 
tention to written appeals. I learned a 
good business truth from this drive and 
that is if you want business, go after it 
personally. 

Fred M. McIntyre, Potsdam, N. Y., 
claimed third place in the drive. 

“It is not hard for me to explain the 
value of the federation to others,” he 
said, “because I have known it from 
personal experience so long. The trade 
would be in a sorry plight if it were 
not for our organizations. Trade har- 
mony comes only from a united ert 
to obtain it. I am gtad that I cou'd do 
my part.” 

Mr. McIntyre had been elected presi- 
dent of the federation only a few min- 
utes before the dinner, and he was called 
on for an acceptance speech which was 
vigorously applauded. 

H. N. Vredenburg, Syracuse, N. Y.. 
won the prize in the salesmen’s division 
by reporting five new members. Mr. 
Vredenburg is connected with Sprout, 
Waldron & Co., Muncy, Pa. ” 

“IT am proud to help the federation,” 
he stated; when Mr. Struven gave him 
his prize. “I realize its importance to 
the trade. When I secured a new mem- 
ber I figured I had accomplished a 
four-fold purpose. First, the new mem- 
ber will be the greatest gainer. Second, 
the federation will have power in pro- 


portion to the number of its members. 


Third, the whole trade will benefit be- 
cause each new member will contribute 
new ideas and fourth, I will gain myself 
because my business depends upon the 
security of the feed trade. 

“IT found the dealers interested. Those 
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who did not join apparently expected to 
receive immediate monetary assistance 
instead of a general stabilization of 
trade, which is the backbone of good 
business.” 

A touch of comedy was added to the 
meeting when C. E. Kiff, Delhi, N. Y.., 
was called to the center of the dining 
room and presented with a bottle of 
catsup as a booby prize. 

Kiff Promises to “Catch-Up” 

“We know you have in times past 
brought in many members from your 
county,’ Mr. Struven told him, “and to- 
day almost every dealer there is a mem- 
ber. But Lewis county has all but one 
enrolled. You will have to work hard. 
I am giving you this bottle to help you 
‘Catch up’.” 

The bottle of codiment, decked in gay 
ribbons, was handed to Mr. Kiff, who 
for a moment was at loss for words. 

“Well,” he finally managed to say 
through his usual happy smile. . “I 
merely want to serve notice on all the 
dealers here that if they expect to ‘catch 
up’ to Delaware county this year they 
will have to go some.” He was vigor- 
ously applauded. 

Mr. Struven was paid a great tribute 
by the officers of the federation. 

Secretary W. A. Stannard, Albany, 
N. Y.. speaking for the officers, said. 
“Mr. Struven has demonstrated his sin- 
cere interest in the federation by his 
nart in this drive. His enthusiasm has 
hean econtagions. He has given freely 
of his time and has furnished valuable 
prizes. He is truly a friend of the east- 
ern trade. 

“It must certainly be a source of real 
inspiration to our members when one 
who is not a retail feed dealer contrib- 
utes so generously to our welfare. Those 
of us who know Mr. Struven well have 
learned to value his counsel, emulate his 
enthusiasm and prize his sincere friend- 
ship. He is indeed a friend of every 
eastern dealer.” 

The membership drive added nearly 
50 new members and will be continued 
until the February meeting, according 
to President McIntyre. The details of 
the new drive will be arranged by the 
new membership committee soon to be 
announced. 


EAST LINCOLN GRAIN CO., Lin- 
coln, Ill., has purchased the Ohmes 
grain elevator at Johnson Siding, III. 


Page Seventeen 


Me 
& 


"Youre right,sonny 
.... gold Medal 
does the job best!” 


Why shouldn't it? Gold Medal Feeds didn’t just happen this way. Their formulas 
are the result of years of experience, and just as Gold Medal Flour is “Kitchen- 
tested” to make sure your Mother’s bread and cakes are best, so are Gold 
Medal Feeds “Farm-tested” and checked under actual feeding trials to make 
sure that Gold Medal formulas are always better than anything else. 


It pays to be a steady customer of the feed dealer who has a Gold Medal 
sign on his buildina. 


WASHBURN CROSBY COMPANY 


Minneapolis KansasCity * Buffalo 


(c) G. M., Ine. u why not now? 
Farm Tested 
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Which Policy Is Best P 
Advising Buyer 
Or Letting Him Choose 
For Himself 


many feed merchants all throvgh 
the country it seems that they just 
naturally fall into two different classes. 
One class is committed to the idea that 
the farmer knows what feeds he wants, 
why he wants them and how to use 
them. ‘This type of dealer proposes to 
sell just what the feeder asks for. He 
makes no effort to change the buyer's 
mind even though there seems to be a 
chance to benefit him by so doing. 
Service Feed Stores 
The second class follows the policy 
of studying each feeder’s needs and ap- 
plying the most up-to-date principles of 
feeding and management to the sales he 
makes. He is not satisfied that the 
feeder knows what he wants or how to 
use it when he gets it. He recommends 
certain feeds and feeding practices. 
Those dealers in the first c!ass_ will 
argue that when vou endorse a partic- 
wlar brand cr kind of feed you are as- 
suming the responsibility for the suc- 
cess of that feed. They will say that 
the farmer can have no kick if he buys 
it of his own free will and without any 
special arguing on the part of the deal- 
er. But, if he “forces” a certain feed 
his customers will hold him responsible. 


Arguments Pro and Con 

Many of the dealers who believe in 
letting the feeder do his own choosing 
are loath to allow specialists from vari- 
ous feed manufacturers to go out among 
the feeders and do educational work. 
They fear that the result will be that 
the farmer will hold them accountable 
for the statements made by these spec- 
ialists. This class of dealer feels that 
the farmer himself should “set his own 
style” in manner and method of feeding, 
because he as dealer will get his busi- 
ness regardless of what he buys. 


[: having business dealings with 


Another point made by the “let the 
feeder choose” type cf dealer is that a 
fellow is liable to get into too many 
arguments with farmers if you try to 
sell them something they don’t want. 
When you argue with your customers 
you will lose some of them. They will 
say, “You see, these feeders around here 
know a good deal about feeding and if 
I start telling them what to do and 
what not to do, they will tell me to at- 
tend to my own business and they will 


mind theirs.” 

The second type of dealer adopts an 
altogether different attitude in this mat- 
ter. He believes that in keeping well 
informed on all points regarding feed- 
stuffs and their uses, he can give his 
buyers an additional advantage in trad- 
ing with him. He believes that farmers 
are glad to listen to new ideas regard- 
ing feeding. He believes that when he 
keeps himself abreast of the times that 
he cannot come in for criticism on ac- 
count of giving advice. Through study 
of the feeder’s needs he is sure that his 
suggestions are practical. 

Service Dealer Helps Patrons 

This type of dealer, that is the advis- 
ing type, makes it his business to study 
the needs of every one of his buyers. He 
knows that if Tom Jones loses 50 per 
cent of the lot of 1,000 chicks that he 
bought this spring that Mr. Jones is 
going to be buying feed for only 500 
birds instead of a thousard all during 
this season. Because he realizes that 
Tom Jones’ loss is also his loss, he 
takes all the precautions he can to pre- 
vent it. 

This “preaching” type of dealer rea- 
lizes also that he should know more 
about feeds than the average feeder. 
While the feeder himself is, in many in- 
stances, as capable of learning the facts 
about feeding, he is busy during much 
of his time with such duties .as live 
stock management, chores and at work 
in the fields. But the feed dealer does 
nothing but handle feed and he has the 
chance to concentrate his entire thought 
on the subject all the time. 

The progressive type of feed mer- 
chant who feels that through “his own 
effort in helping every one of his cus- 
tomers to know more about the best 
feeding practices is a real student. He 
studies the new feeding facts. He is a 
regular subscriber to several poultry and 
livestock magazines and reads them. He 
is active in dealer association work. He 


feels it a duty to himself to consider. 


carefully the suggestions made in his 
trade publication. He receives and reads 
all of the publications of his state col- 
lege of agriculture. By being able to 
give sound advice he avoids the “kick” 
so greatly feared by the dealer who pre- 
fers not to say anything to his custom- 
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M. F. BROBST 


Frank Brobst, author of this article, is 
now associated with The Feed Bag. He was 
or ogg from the University of Wisconsin 

ollege of Agriculture, class of 1922, and 
until recently was in charge of poultry and 
animal nutrition for the Ladish Milling Co., 
Milwaukee. He will be glad to serve all 
readers answering questions on feeding 
practices. 


ers about feeding or the kinds of feeds 
to use. He also helps himself by help- 
ing his customers. 

The feed store of the feed merchant 
who really knows what he is selling and 
how it is to be used is looked upon as 
the center of community knowledge 
about feeding. And that is as it should 
be. No one in the community has as 
good an opportunity to learn about 
feeds as a feed dealer. He is fooling 
himself if he thinks farmers know what 
they want to buy. The average farmer, 
like the average buyer of anything else, 
would much rather buy on the advice 
and judgment of sound recommendation 
than to be guided only by his own ex- 
perience. 

Achievement of Merchandising 

The dealer has the opportunity of 
helping each customer along the line of 
better feeding. He thereby creates the 
feeling that he is capable of giving feed- 
ing advice as a valuable part of the 
service of his store. He welcomes the 
help of specialists who will assist him 
by going out to the farms to further the 
interests of good feeding practices and 
live stock management. 

It has been interesting to observe the 
progress made by dealers who have de- 
cided to change from the policy of let- 
ting the business come in to the policy 
of going out after the business. In al- 
most every instance it has been proved 
that going out after the business makes 
more business. This is the achievement 
of merchandising. 


DIRK WOLFFIS, Wolffis” Bros., 
Muskegon, Mich., has purchased the in- 
terest of his brother, William Wolffis. 
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SELLING THE Farm MARKET 


THE PROGRESSIVE FIRMS ARE HELPING YOU MAKE MORE SALES 
TO FARM PEOPLE IN WISCONSIN THROUGH CONSISTENT 
ADVERTISING. IN 


WISCONSIN AGRICULTURIST and FARMER 


consolidation of The Wisconsin Agriculturist and Wisconsin Farmer — 
prominent manufacturers, are by their advertising, reaching the Wisconsin 
farm market and increasing sales of their products. 


, | ‘'HROUGH Wisconsin Agriculturist and Farmer—formed by recent 


This advertising is the most effective co-operation manufacturers can of- 
fer to their distributors and salesmen. 


Wisconsin Agriculturist and Farmer reaches more than four out of every 
five Wisconsin farm homes. It is read in those homes, and it has the confidence 
of the readers. 


Below is a list of well-known feed companies who are using space in our 
columns in July. They are telling Wisconsin farm people — your customers — 
about their products and helping their Wisconsin dealers and salesmen increase 
sales. 


American Milling Company 
(Amco Feeds) 


Arcady Farms Milling Company 
(Stock & Poultry Feeds) 


Bowman Dairy Company 
(Bowman’s Dry Skim Milk) 


Corn Products Refining Company 
(Diamond Corn Gluten Meal) 


Gulf Crushing Company 
(Reef Brand Oyster Shell) 


Dr. Hess & Clark, Inc. 


(Dr. Hess Poultry Pan-a-ce-a) 


Linseed Crushers Meal Adv. Committee 
(Linseed Meal) 


Moorman Mfg. Company 
(Moorman Minerals) 


Ralston Purina Company 
(Stock & Poultry Feeds) 


WISCONSIN 
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and FARMER 


President McIntyre Outlines Policies 
Ot New Administration 


Will Divide Activities of Federation Among Several Committees 
Plans New Membership Contest, Asks Cooperation of Every Dealer 


CTION is synonymous with Fred 
A M. McIntyre, Potsdam, N. Y., 

newly elected president of the 
Eastern Federation of Keed Merchants. 
No sooner was he established in office, 
succeeding W. S. Van Derzee, Albany, 
N. Y., who had served for seven years, 
than he announced the policies he will 
follow during the coming year. 

“First of all we must have a united 
trade,” he said. “It is not enough to 
be merely a member of the federation. 
We shall expect the active cooperation 
of each member. There is plenty to do 
and I shall assign the various tasks to 
special committees. 

Will Increase Membership 

“The membership campaign just end- 
ed indicates to me that the more pro- 
gressive feed merchants will join our 
organization if the importance of mem- 
bership is properly presented to them. 
I shall appoint a permanent membership 
committee which will meet regularly to 
promote a continuous growth in mem- 
bership. 

“To make possible a more complete 
program and to facilitate the handling 
of all matters referred to the federa- 


tion, I propose to divide up the activi-* 


ties among several committees. The 


executive committee, which includes A. 


J. Thompson, Reeve Harden, S. F. Virk- 
ler, C. E. Kiff and Samuel Deuel, will 
have power to consider and act on all 
matters of organization policy and prac- 
tice not definitely defined in the consti- 
tution and by-laws. 

Plans Advisory Council 

“An advisory council will be formed 
to administer all special matters re- 
ferred to the organization. The coun- 
cil will include a membership commit- 
tee, program committee, a committee to 
supervise the awards for advertising and 
merchandising plans, a committee to 
handle matters of legislation and inves- 
tigations, a committee to handle conven- 
tions and special meetings and a com- 
mittee to consider complaints and arbi- 
trate disputes. One director will serve 
on each committee so that the council 
may be definitely linked up with the 
hoard of directors. 

“As soon as the committees are ap- 
pointed and organized I shall outline 
their respective duties and then leave 
it to them to administer their own af- 
fairs. I am sure by this plan a large 
number of our members will become ac- 


tive and the value of the federation ex- 
panded in proportion. 

“We must find a way of convincing 
the users of feed and grain of the great 
importance of the established retail feed 
merchant. We hold a very important 
place in the production of milk for the 
New York and other metropolitan mar- 
kets. No other class of business is help- 
ing the farmers so much as the feed 
dealers. By our knowledge of feeds and 
feeding methods; through our grinding 
and mixing service; by our deliveries 
and frequently by extending credit, we 
give valuable assistance that could not 
be rendered in any other way. 

“We know the feed markets and buy 
advantageously which is reflected in the 
prices we charge our customers. By 
providing adequate storage facilities we 
are able to take advantage of favorable 
markets which again benefits our cus- 
tomers. 

“Our organization must be ever alert 
to combat unfavorable legislation. To 
remain passive in the face of the con- 
stant flow of proposed bills having a di- 
rect or indirect influence on our trade 
is to invite disaster. 


. “While I believe farmers or any 


other group of men have a2 right to or- 
ganize for any purpose they please, it 


, is another matter when the government, 


state or federal, gives discriminatory 
aid. I believe we should oppose with 
all the power at our disposal the re- 
ported assistance given {to cooperative 
feed concerns. 
Hits State Interference 

“It is reported that certain professors 
of the New York State College of Agri- 
culture and schools of other states, are 
openly advocating certain cooperative 
organization’s feed products.” Evidence 
on hand supports these reports. I pro- 
pose to have this practice stopped if it 
does exist. Our interest is not in the 
cooperative organization or its products 
but merely in having state employees re- 
frain from unfair and unlawful practices. 

“It shall be my desire, while I am 
president to continue to foster the har- 
monious relations now existing between 
all branches of the feed and grain trade. 
No one branch of our trade can be suc- 
cessful without the others. We must 
work together. 

“Constructive suggestions and criti- 
cisms will be welcomed at all times. I 
appeal to our members to keep me at 
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all times advised of the condition of the 
trade in their sections. 

“To feed men who have not yet joined 
the federation I want to extend my per- 
sonal invitation to join. I know the 
value of organized effort. I have been a 
member of the federation for many 
years and its value to the trade can 
never be adequately measured. Those 
who are not members benefit along with 
those who contribute their time and 
money. Why should they not link arms 
with their neighbor dealers in a united 
effort to maintain high ethical trade 
practices and avoid disaster from influ- 
ence outside the trade itself. 

“United for service. That will be my 
motto this year and I hope it may be 
cn the lips and in the hearts of all our 
eastern trade.” 


GEORGE H. KRAUSS mill, Pal- 
myra, N. Y., was destroyed by light- 
ning on July 18. It was built in 1793 
and was operated by water power. 


FREEVILLE MILL, Freeville, N. 
Y., was totally destroyed by fire caused 
by defective electric wiring. Mervyn 
Merservey, cperator of the mill, has 
purchased the Schuyler Mills, Wells- 
burg, N. Y., and is now operating it. 


BIRKETT MILLING CO., Lake 
Keuka, N. Y., has sold its water power 
rights to the Associated Gas & Electric 
Co. The milling company will continue 
to operate as heretofore. 


GEORGE OSTRANDER has retired 
as president of the Fredonia, N. Y., 
Seed Co., and has turned over the ac- 
tive management of the business to 
veteran employees. He has distributed 
a large portion of the company stock 
among them as a reward for faithful 
service and will exercise only supervis- 
ory duties hereafter. The concern is 
one of the largest in western New York. 


AD CLUB HELPS FEEDERS 

Waynesboro, Pa., Advertising club is 
conducting a _ series of meetings for 
dairymen of that vicinity, in ccoperation 
with feed dealers, the assemblies being 
held in rural communities. At each 
mecting the use of the various grades of 
commercial feeds is explained and much 
scientific information is imparted to the 
dairymen present. 
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A PROMISE MADE __. 


Many years ago we made the promise of unchanging 
quality—stating in simple terms a policy that has 
always been in operation in the manufacture of 
Larro Feeds. 


We made this pledge to our customers for two reasons 
—we knew it to be correct and we knew we could 
keep the promise. 


When a dairyman or poultryman has used a feed with 
success, he has a right to expect exactly the same feed 
whenever he asks for it by name. Users of Larro Feeds 
know that Larro formulas do not vary—In spite of 


PROMISE KEPT 


the natural variation in chemical analysis and texture 
of various ingredients, the special machinery used in 
the Larro Mill enables us to make Larro Feeds so that 


pees are always the same in chemical analysis, texture 
and feeding results. 


The great LARRO RESEARCH FARM is constantly 
studying the problems of animal nutrition— ever at 
work proving feeds of all kinds —testing new ideas 
—abreast of every new feeding theory and practice. 
Some day even Larro formulas may be improved. If 
better feeds can be made, they will bear the Larro 
name — until then, Larro Feeds will not change. 


LARROWE MILLING COMPANY, DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 


DAIRY, POULTRY AND HOGS 
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LARRO FEEDS WILL 
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Eastern Federation Will Give Awards 
For Merchandising Ideas 


Bronze Tablet to be Presented to Member Submitting Best Plan 
Similar Trophy to be Offered to Winner of Advertising Contest 


S a part of the new program of 
A the Eastern Federation of Feed 

Merchants, special awards will be 
given each year to the members who 
contribute the most valuable tried and 
tested plans of advertising and merchan- 
dising. 

“The officers believe that a direct con- 
tribution to the trade will be made by 
gathering all of the best merchandising 
and advertising plans and making them 
available to our members,” said Samuel 
Deuel, one of the sponsors of the plan. 
“Practically every dealer has tried cer- 
tain plans for increasing his business 
which have been successful. It is to en- 
courage our members to share these 
plans with all members of the federation 
that this contest is started.” 

Deuel Offers Trophy 

Mr. Deuel is so enthusiastic about the 
idea that he has offered to give a bronze 
tablet to be awarded for the best mer- 
chandising ideas. The bronze tablet 
bears a replica of the statue of liberty 
and the following inscription: 

THE-DEUEL TROPHY 
Donated By 
SAMUEL DEUEL 
OF PINE PLAINS, N. Y. 

For the Best Plan of Retail Feed Mer- 
chandising Submitted by a Member 
of the Eastern Federation of 
Feed Merchants 

The tablet is mounted on an oak base 
and is to be hung in the office of the 
winner until the next annual meeting 
when he will present it to the new win- 
ner. 

A similar trophy is to be given for 
the best advertising plan. A_ bronze 
head of Lincoln at the top of the tablet 
is surrounded by the familiar inscrip- 
tion “With Malace Toward None: With 
Charity For All.” 

A committee will be appointed within 
a few days to receive all plans and se- 
lect the winners. 

Rules Governing Awards 

The rules governing the awards fol- 
low: 

1. All plans of merchandising and 
advertising shall be submitted to the fed- 
eration not later than May 1 each year. 

2. The awards shall be available only 
to members of the Eastern Federation 
of Feed Merchants. Either regular or 
affiliated members may compete for the 
award. 

3. Ali plans submitted shall be the 


property of the federation and may be 
available to all members of the organi- 
zation. 

4. Details shall be typewritten or 
written in ink on one side of paper 
only. 

Advertising and Merchandising 

5. In the case of advertising plans,— 
copies of advertisements, letters, circu- 
lars, etc., shall be submitted. 

6. In case of merchandising plans— 
complete information about the plans 
and the results thereof shall be fur- 


nished. 

7. The decision of the judges shall 
be final and shall be announced at the 
annual convention in June each year. 

8. The bronze trophy shall be dis- 
played by the winner where other mem- 
bers may see it. It shall be brought to 


the next annual convention by the win- 
ner or delivered to the secretary of the 
federation. 

9. If the trophy is won twice in suc- 
cession, it shall be the permanent pos- 
session of the winner. 


King Midas Diamond-Ball’Team 
Wins League Pennant 


ING MIDAS MILL CO., dia- 
kK mond-ball team, known as _ the 
“Golden Tornado,” has won the 
chamfionship of the Milling & Grain 
league, Minneapolis. Only one defeat 
was registered against the team this 
season and that was administered by 
Shaeffer Products, a pickle and mayon- 
naise manufacturing firm in the city. 
The King Midas Mill Co. and all of 
its employees were 100 per cent back of 
the boys in their successful efforts to 
win the pennant and gave moral sup- 
port to the team by attending all of the 
games and cheering for victory. The 
race for the pennant was hotly contested 
and competition among the teams was 
always at a high pitch throughout the 
season. Other milling firms in the 
league were the Russell Miller Milling 
Co., Minneapolis Milling Co., Albert 
Dickinson Co., Archer-Daniels-Midland 
Co., International Milling Co., and the 
Cream of Wheat Co. 
The “Golden Tornado” team will now 
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play the winners of the other leagues 
in the elimination contest for the city 
championship and the entire milling and 
grain trade of Minneapolis is interested 
and betting on the King Midas boys to 
win. 


FARMERS ELEVATOR CO., Lau- 
rel, lIa., has been incorporated for 
$25,000, to buy and sell grain, feed, coal 
and farm produce. 


FARMERS COOPERATIVE CO., 
Lost Nation, Ia., has purchased the feed 
mill and elevator of the Phelps Grain 
Co., and retained Henry Robling as 
manager. 


R. C. WOODWORTH, Woodworth 
Elevator Co., Minneapolis, was elected 
as general chairman of the Northwest 
Crop Improvement association at a re- 
cent meeting of 30 Minneapolis repre- 
sentatives of terminal and country ele- 
vator companies. 
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Quality and 
Service 


ata 


Reasonable Price 
Form an Unbeatable Combination 
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MINNEAPOLIS MILLING CO. 


MINNEAPOLIS, MINN. 


NEW CHAMBER OF COMMERCE 
PHONE ATLANTIC 1521 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YCU 


W. H. MANN, Oconto, Wis. 

©. E. ROOTH, Minneapolis, Minn. 
A. E. WEDIN, La Crosse, Wis. 

J. S. DOUSMAN, Fond du Lac, Wis. 
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Youngstown Dealer 
Increases Sales 


Selling One Line Of 
Commercial Feeds 


By Emil J. Blacsky 


Member Editorial Staff, The Feed Bag 


OR many years the Albert H. 
2 Buehrle Co., Youngstown, Ohio, 

conducted its feed business on the 
principle that sales would be greater if 
a large number of brands were stocked 
and purchasers had an opportunity to 
select the ones they preferred. The firm 
obtained a fair volume of trade, but 
showed no increase. 

Albert H. Buehrle, the owner, was 
not satisfied. He wanted his business 
to grow and decided that a new policy 
must be adopted. He studied the situa- 
tion carefully and discovered that his 
stock of feeds was too varied. The com- 
pany was distributing its sales efforts 
on all of the brands and could not con- 
centrate upon one and push it without 
reducing the volume on the others. It 
had too many irons in the fire. 

Three years ago the firm reduced its 
stock to one well-known, advertised line 
of feeds and concentrated all sales effort 
on it. When the first annual business 
report was compiled after the change 
of policy a substantial increase in sales 
was shown. During the third year the 
volume of feed sold was doubled and 
the 1929 sales are expected to break 
all previous records. 

Concentration on one line of feeds has 
enabled the Albert H. Buehrle Co. to eco- 
nomize in buying and selling as well as 
increasing sales. Larger shipments from 


one firm are now purchased. 
is better. 

Instead of trying to stock enough lines 
to satisfy the varied preference of buy- 
ers, the firm now goes out, sells the 
prospects on its one brand of feed, 
stands back of it and assists the feeder 
in getting results. 

“For several years,’ said Mr. Buehr- 
le, “we offered the trade many brands 
of feed and it did not seem to be mak- 
ing progress. During the last three years 
we adopted the policy of carrying only 
one well-known, advertised brand, and 
noticed quite a large increase in our 
sales the first and second year and dur- 
ing the third year our sales were al- 
most doubled. This year promises to 
do even better.” + 

The Albert H. Buehrle Co. is one of 
the leading feed and grain establish- 
ments in Ohio. Six branch stores are 
operated in various parts of the county 
in addition to the main plant at Youngs- 
town. The branches are located on 
main highways leading ints the city and 
are situated near steel mills where thou- 
sands of men pass daily. The main és- 
tablishment stands in the center of 
Youngstown on the B. & O. railroad. 

Operation of branches at vital points 
in the county enables the firm to reach 
a wider trading territory and to bring 
its products nearer to the homes of the 


Turnover 
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feeders. Uniformity in advertising, sales 
promotion plans and other details of 
conducting the business possible. 
Each of the branches is attractively 
painted. Because of the large number 
of persons who daily pass the stores, 
special attention is given to window dis- 
plays which help to pull additicnal busi- 
ness. 

The name of the line of feeds upon 
which the firm has concentrated is 
painted in large letters on each of the 
stores. Easy access to loading plat- 
forms, wide driveways and neatly-kept 
surroundings are among the other fea- 
tures of the company’s establishments. 
Farmers find it a pleasure to purchase 
from the stores. They receive prompt, 
courteous service and always find the 
firm’s men willing to help them increase 
their profits. 

Mr. Buehrle stands firmly for exclu- 
sive selling of commercial! feeds. 

“We do not mix or grind feed at any 
of our plants,” he said. “We _ believe 
that to get a uniform ration for dairy 
cattle or: poultry it is more beneficial 
to the feeder to buy brands produced 
by some reliable manufacturer, especial- 
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ly equipped to produce a uniform ra- 
tion.” 

Mr. Buehrle has attained success by 
adhering to this policy. He is considered 
one of the outstanding feed merchan- 
disers in Ohio. The standing which he 
enjoys in his community is illustrated 
by a recent article describing the suc- 
cess of the firm which appeared in the 
local newspaper. 

“Few if any feed and seed dealers in 
this section of the country have attained 
the prominence in this section that is 
awarded the Albert H. Buehrle Co.,” 
the article reads. ‘Maintaining an up- 
to-date establishment fcr the accommo- 
dation of the public, this progressive 


business firm has an enviable record for 
fair prices and good quality. Institut- 
ing that everything about the place be 
in accordance with the most modern, 
scientific ideas regarding sanitation they 
thus assure the public that feeds coming 
from this place are pure and wholesome. 
Nor have they seen fit to raise prices 
needlessly but on the other hand have 
been most moderate in their selling. 
“As regards feeds let it be said right 
here that this firm is considered an au- 
thority in these parts on these subjects. 
Just as they have come to look to them 
for information and advice in regard to 
feeds, so have the farmers of this sec- 
tion learned that from this organized 


remarkable cleanliness. 


“EUREKA” - “INVINCIBLE” 


You may have often examined certain well- 
known brands of scratch feeds and wondered what 
special system was employed which gave them such 


There is every possibility that these self 
same mixtures which attracted your attention and 
brought forth your admiration were cleansed and 
pneumatically purified by the 


Eureka Scratch Feed Cleaner 


which is manufactured exclusively by 


INVINCIBLE GRAIN Co. 
SILVER CREEK.N.Y. 


GRAIN 
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concern they can obtain the best feeds 
of the highest nutritive value. Their 
establishment is headquarters in these 
parts for feed and is continually the 
scene of varied activity.” 

The Albert H. Buehrle Co. was estab- 
lished in 1869. Mr. Buehrle extends his 
progressiveness in the operation of his 
business to promoting the feed trade in 
general by cooperating with other deal- 
ers. He is vice-president of the East- 
ern Ohio Feed Dealers association, a 
district organization which holds regu- 
lar meetings and assists in solving local 
problems of its members. 


Cod Liver Oil Now Used 
In Very Small Doses 


Careful tests have proved that 99% 
per cent of cod liver oil is useless as a 
preventer of rickets. It’s the other % 
per cent that does the work. A process 
patented by Dr. Theodore F. Zucker, of 
Columbia university makes it practical 
to separate the valuable ™% per cent 
from the rest of the oil. 

A high fat content in poultry and live 
stock feeds is not desirable according to 
feeding experts. The Zucker process 
makes it possible to keep the fat con- 
tent down by using cod liver oil which 
has been enriched with the desired per- 
centage of the “valuable” ™% per cent. 
In this way the feeder is certain of 
freedom from rickets in his herds or 
flocks and still is relieved of the unde- 
sirable feature of too much fat in the 
feed. 

When cod liver oil was found to be 
valuable as a preventative for “leg 
weakness” and rickets in chickens, it 
was recommended that 2 per cent of a 
gocd grade of oil be used. This meant 
an increase of 2 per cent in the fat con- 
tent of the feed. 

The National Oil Products Co., Inc., 
36 Essex street, Harrison, N. J., is the 
exclusive licensee for the Zucker patent 
process for extracting the valuable % 
per cent from cod liver oil. Three pro- 
ducts—Nopco Fortified cod liver oil, 
Nopco-X and Nopco-XX are prepared 
by this company. The fortified cod 
liver oil is to be used at 1 per cent of 
the total feed. Nopco-X is to be used 
at the rate of % per cent of the total 
feed. ‘ Nopco-XX is to be used at the 
rate of 1% per cent of the total feed. 

The fortified oil is offered to the gen- 
eral trade but the Nopco-X and Nopco- 
XX is sold only to feed manufacturers. 
On account of the small amount which 
must be uniformly mixed in the feed, 
the highly concentrated oils are better 
adapted to the use of feed manufactur- 
ers. When the mixing is done by the 
poultryman or-+a local batch mixer 1 
per cent of the Fortified cod liver oil 
is recommended by the company. 
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Readers Compliment Roto Section 


~ Ot July Number 


Pictorial Story of Conventions Wins Many Favorable Comments 
Letters Received Praise Progress and Service of The Feed Bag 


HAT the July issue of The Feed 

i Bag was appreciated by its read- 

ers is revealed in the many de- 
cidedly complimentary letters received 
at the office of the publication. The 
Roto-Pictorial section pleased a great 
number of subscribers and the issue as 
a whole seems to have struck a respon- 
sive chord. 

Read From -Cover to Cover 

Many requests for additional copies 
came in as further indication of general 
enthusiasm about the issue. Some of 
the letters point to the progress made 
Ly The Feed Bag during the past four 
years. Others comment upon the gen- 
eral appropriate make-up of the July 
issue. Still others tell that judging from 
the favorable comments they have heard, 
the issue must have been read from 
cover to cover by every one who re- 
ceived it. 

“We are very much pleased with the 
attractive appearance of your July is- 
sue, and feel that you have made notice- 
able progress during the four years you 
have been at it,” writes O. A. Hohle, 
Excelsior Milling Co., Minneapolis. , 

“Hearty congratulations on the splen- 
did appearance of the July issue of The 
Feed Bag. You greatly compliment the 
feed industry as a whole by putting out 
such a number.” Such is the impres- 
sion written by R. Opsal, the Haertel 
Co., Inc., Minneapolis. 

A Mighty Fine Idea 

From Stanley C. Smith, Darling & 
Co., Chicago, comes the following: “You 
are to be congratulated on running a 
pictorial section in the July issue of The 
Feed Bag. It is a mighty fine idea, es- 
pecially when the issue is a convention 
number.” 

Robert L. Herrick, Herrick Feed Co., 
Harvard, Ill., writes: “We are more 
than favorably pleased with the July 
issue, especially the new Roto-Pictorial 
section. You are to be congratulated 
en putting out such a high type maga- 
zine.” 

“We congratulate you on the July 
issue of The Feed Bag,” says M. John, 
National Oil Products Co., Harrison, 
N. J. “Your roto section was espec- 
ially attractive. 

“We also wish to congratulate you on 
the quality of the reading matter con- 
tained in this and in other issues of 
The Feed Bag.” 

“T just received your July issue of 


The Feed Bag,” writes G. E. Hillier, 
Penick & Ford Sales Co., Inc., Cedar 
Rapids, Ia. “I want to compliment you 
on this fine publication. I am glad to 
have had a small part in same. 

“TI agree with Mr. Suits in his com- 
ments in regard to the value of your 
publication and the work you are do- 
ing.” 

Getting Better All the Time 

Roy B. Simpson,’ Simpson Advertis- 
ing Co., St. Louis, Mo., calls the July 
issue “the best ever’. His letter says, 
“Your July number is the best ever, 
and we take off our hat to you for your 
enterprise in getting out an issue of this 
kind.” 

“The pictures are fine and I know 
that there will be a great deal of in- 
terest in your publication,” says W. T. 
Frazer, president, Cereal Grading Co., 
Minneapolis, Minn. “In fact, I think 
your magazine is a very creditable trade 
paper. It seems to be getting better all 
the time, and I think the cditorial staff 
is showing a good deal of enterprise.” 

The Wabasha Roller Mill Co., Wa- 
basha, Minn., is very much pleased with 
the issue. The president, W. B. Webb, 
writes as follows: “We want to com- 
pliment you very highly on your first 
annual Pictorial section. We do think 
that it is gotten out very nicely.” 

The Quaker Oats Co., Chicago, hopes 
that the time may come when the Roto- 
Pictorial section will be permanent. C. 
P. Clark, division manager, flour and 
feed sales, writes: “I liked the issue 
very much. The Roto-Pictorial section 
makes your magazine much more inter- 
esting, and I hcpe that you may find it 
possible to continue it.” 

Scored a Home Run 

V. M. Matthews, Fredman Bag Co., 
Milwaukee, Wis.—‘Your last-issue was 
very interesting, especially the Roto- 
Pictorial section.” 

“You sure scored a home run with 
your Roto-Pictorial section of the July 
issue,” is the comment of E. E. Roque- 
more, J. J. Badenoch Co., Chicago. 

“T want to compliment you on the 
last issue of The Feed Bag,” writes F. 
J. Bradford, Arcady Farms Milling Co., 
Chicago. “It certainly was a real trade 
journal, and you should feel proud of 

Wayne Feed Mills, Fort Wayne, Ind., 
sent in their compliments. D. G. Shel- 
don says: “We certainly want to con- 


THE FEED BAG—AUGUST, 1929 


gratulate you on your July issue and 
especially on your very unique Roto- 
Pictorial section.” 

Has Advertising Merit 

Chas. Hooker, Marathon Elevator, 
Marathon, Wis., writes: “The July issue 
of The Feed Bag is the best yet and is 
an indication of real class and advertis- 
ing merit. Your friends will appreciate 
the good work you have done on this 
issue and feel just as I do about it so 
I will speak for all of them.” 

Another favorable comment was re- 
ceived from H. H. Ladish, Ladish Mill- 
ing Co., Milwaukee, as follows: “You 
certainly did yourselves proud when you 
published that July issue of The Feed 
Bag. That’s what we call a real con- 
vention number. Your manner of pres- 
entation through the Roto-Pictorial sec- 
tion should make every dealer proud of 
his industry.” 

The Feed Bag wishes to thank these 
readers for their letters of encourage- 
ment. Such comment spurs us on to 
further progress. It is our hope to be 
of increasing service and to gain still 
greater confidence of the feed industry. 


CLEM L. BECKENBACH has re- 
signed as sales director of the South- 
western Milling Co., Kansas City, to ac- 
cept a position as vice-president of the 
Larabee Flour Mills Co. 


SARNIA ELEVATOR CO., Sarnia, 
Mich., is building a 2,000,000 bushel ad- 
dition to its elevator at an estimated 


cost of $593,050. 


L. M. SHIPPERS, Morton, Minn., 
has opened a flour and feed store. The 
firm will be known as the Morton Flour, 
Feed & Products Co. 


ALFALFA MILLS SELL STOCK 

Ralston-Purina Co., St. Louis, has 
purchased a large block of stock in the 
Denver Alfalfa Milling & Products Co., 
Lamar, Colo. The management of the 
company will not be affected in any way 
and all officers will continue in their 
present capacities. Since its establish- 
ment over 21 years ago, the Lamar firm 
has grown rapidly and now operates a 
chain of mills in Kansas, Wyoming, 
Idaho and Colorado. Floyd M. Wilson 
is president, and R. E. Nye, vice-presi- 
dent and manager of the company’s St. 
Louis office. 
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Nopco X, the cod liver oil of multiplied 
potency, produced under the famous Zucker 
patent, was first offered exclusively to the 
feed manufacturing trade in 1928. In less 
than a year it has become a standard part of 
the poultry rations of many of the country’s 
leading feed manufacturers. These mills 
found that Nopco X— 

(a) Costs less than ordinary cod liver oil. 


(b) Increases the market ability of the feed. 
(c) Effects savings for the poultryman. ‘ 
(d) Produces uniformity in results and satis- 


faction. 


Nopco XX, also produced under the Zuc- 
ker patent, was first introduced to feed manu- 
facturers this year. In a few short months it 
has been adopted for use by many manufac- 
turers of poultry mashes. Nopco XX is a 
companion product to Nopco X. It will pro- 
duce astonishing results at a still lower cost. 

Users of Nopco X or Nopco XX are 
authorized to place a guarantee certificate in 
each bag of feed. These certificates are build- 
ers of healthy repeat business. 


Steel Cut Corn? 


The trade everywhere is demanding 
cleaner, brighter cracked corn, and better 
scratch grains. The product of the 


MONARCH Corn Cutting 
and Grading Outfit 


will help you. It makes three grades of clean, 
uniformly cut steel corn, second to none, with 
less than 5% meal. Cuts, cleans, grades and 
aspirates. Easy to install, and takes less than 
5 H.P. to operate. Details on request. Ask 
for catalog F. 


Are You Losing 
Trade Because You Cannot Make 


Capacity 15 and 25 Hundred Pounds 


300 Feed Manufacturers are now using 


Nopco X or Nopco XX Cod Liver Oil 


We are Helping You to Create a 


Very Real Demand for Feeds 
Protected by Nopco X 
or Nopco XX 


Through national advertising, through 
30,000 copies of the Nopco Bulletin mailed 
monthly, through tens of thousands of fold- 
ers which are distributed to poultrymen, and 
through the feed bag certificates, we are 
constantly helping you to build a demand for 
your feeds containing Nopco X or Nopco XX. 


Nopco products are backed by a sound 
organization—one which has every facility tor 
preducing only such products as will reflect 
credit upon ourselves and our feed manufac- 
turer customers. 


Get acquainted with Nopco X, Nopco XX 
and Nopco Cod Liver Oil Fortified in Vita- 
min D potency. Full particulars upon request. 


NATIONAL OIL PRODUCTS CO., Inc. 
Executive Office and Factory: 38 Essex St., Harrison, N. J. 
Boston, Mass. 


Chicago, 
St. Johns, Newfoundland 


The Cutter is the 
Monarch Top and 
Bottom Screen type. 


Per Hour 
ror ‘Sprout, Waldron & Co. Feed 
Mill Box 318, MUNCY, PA. Mill 
Builders Chicago Office ect City Office 5 San Francisco Office Builders 
a 9 So. Clinton St. 612 New England Bldg. 726 Harrison St. Ta 
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Liberal Feeding Plan 
For Dairy Cows 
Shows Greater Profit 
Per Dollar Spent 


E must convince all the dairy- 
men that liberal feeding of 


good cows is essential. We 
can find arguments to support our 
claim. An_ effective argument that 
has come to my attention is that 


furnished by some recent figures on 
13,109 cows in Towa cow testing asso- 
ciations. In the following table, the 
cows are grouped according to the aver- 
age annual butterfat production per 
cow. All the figures are averages for 
one cow for a year. 


| Feed 

Yearly Yearly Value |Returns) cost 
feed of over per lb. 
cost | production | product | feed of fat 
dollars ounds dollars | dollars dollars 
92 15-525 268 176 | 0.19 
79 375-425 214 135 0.20 
65 275-325 161 96 0.22 
50 175-225 109 59 0.35 
40 75-125 58 18 8.338 


The cows in the first group ate con- 
siderable feed; it cost $92 per cow. But 
they were excellent producers and their 
returns over feed cost were $176, a very 
creditable showing. The efficiency of 
these cows is indicated by the fact that 
they produced fat for a feed cost of 19 
cents per pound. Such .cows “make 
money”. 

Even the next group of cows which 
ate only $79 worth of feed and pro- 
duced from 375 to 425 pounds of fat 
were exceedingly profitable. We can 
come on down to the next class, which 
cows are about the same as .the aver- 
age cow testing association cows, and 
find them also profitable. Then the next 
to the last class is the one quite typical 
of the cows throughout the country. 
With high butterfat prices last year 
such cows made some money. Had but- 
terfat been lower or feed higher, the 
owners of such cows would have their 
records in red. 

The last group of cows ate very little 
feed; it cost only a little more than 10 
cents a day. Of course, they didn’t pro- 
duce much. The return over feed cost 
was $18. That will not pay for the labor 
and other costs in milk production, so 
the cows were unprofitable. The feed 
cost per pound of fat was 38 cents. 
Butterfat would have had to sell for 60 
cents a pound for these cows to “make 
money”. It didn’t sell that high. Even 
though the liberal feeding of cows is an 


old idea, it has not yet been universally 
accepted; however, the idea is absolutely 
sound and should be, for profit’s sake, 
more thoroughly appreciated in  prac- 
tice. 

For greatest net returns, the farmer 
who milks cows and has land available 
for crop production must grow as much 
feed as economically advisable and buy 
only those feeds that are necessary to 
supplement and enhance the productive 
value of his home grown feeds. The 
customer who is getting the greatest 
net returns from his entire operations is 
the best customer. A transaction with 
him which leaves him more satisfied 
and more prosperous, even though the 
transaction involves a smaller sale, is 
more essential in the continued welfare 
of the mixed feed industry than a trans- 
action which involves more tons of 
feed, some of which feed is not needed 
and cannot prove profitable. The sales 
program which builds confidence and 
makes for the prosperity of the cus- 
tomer is the program to tie to. A sales- 
man or dealer who sells a customer a 
feed, which by experience the customer 
learns is not needed nor profitable, cre- 
ates dissatisfaction and discourages “re- 
peat” business. 

We must observe two classes of dairy- 
men, the special dairymen and the far- 
mer-dairymen. The special dairymen 
are near the cities on small areas and 
have relatively large herds. They often 
are unable to grow all the roughage 
they need and seldom grow any con- 
centrates. Most of them wisely use their 
limited farm land to grow roughages, 
hence they buy all of their concentrates. 
These men are specialized dairymen and 
that is the sole feature of their opera- 
tions. 

The farmer dairymen whom we have 
in the Mid-West are Iccated on large 
farms having relatively small herds. 
Dairying with them is only one phase 
of their work. Their particular objec- 
tive is to secure a maximum income 
from their entire operations. Crop pro- 
duction is important with them for they 
must make their acres profitable. They 
must have a market for their crops. 
Their cows constitute such a market. 
Their aim in buying is to supplement 
their home-grown feeds so as to make 
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PROF. EARL WEAVER 

Mr. Weaver, author of this article as part 
of his address at the American Feed Manu- 
facturers association convention, has re- 
signed his position at Ames to become head 
of the dairy department of the Oklahoma 
Agricultural & Mechanical college, Still- 
water, effective September 1. 
them most efficient and profitable in 
the fceding scheme. 

It is entirely possible for a good com- 
mercial mixed feed to possess more vir- 
tues from the nutritional standpoint 
than will the ordinary home mixed feed. 
Such superior mixed feeds induce 
higher milk yields because they carry a 
more selective variety and provide a 
better blend of ingredients than is feas- 
ible in a home mixed ration. 

However, one must not confuse the 
nutritive efficiency of a feed with its 
profit making possibilities. The pro- 
gressive dairy cattle feeder strives to se- 
cure a near maximum of well rounded 
feed nutrients in his ration. But nu- 
tritive efficiency on the great majority 
of corn belt farms is attained by forti- 
fying the farm need with supplementary 
blends. It is uneconomical to encourage 
a man in these circumstances to sell his 
corn and oats and buy all of his dairy 
feeds. 

Our efforts should be directed toward 
the end that dairymen provide a legume 
hay and silage for winter feeding and 
a good productive pasture in the sum- 
mer. After these roughages are pro- 
vided a correct decision as to the most 
suitable concentrate mixture is easily 
made. 

Tf the legume hay is lacking there 
are two alternatives; one is to buy the 
right kind of hay and the other is to 
use the available non-legume roughages 
balancing the ration with a mixture of 
a higher protein content. Either alter- 
native is generally expensive. The milk 
must command a relatively high price 
to make either plan profitable. 

I am convinced that the man who 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 
3.9 Fibre 


For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.—A splendid feed for 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


: THREE MINUTE CEREALS Co. 
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vear after year, tries to milk cows on 
non-legume hay is attacking an insur- 
mountable difficulty. I am disposed to 
the belief that he had better quit try- 
ing to milk until he learns how to pro- 
vide legume hay. 

If the silage is lacking on a farm the 
problem is not so serious as the lack 
of legume- hay. Nevertheiess, profitable 
dairying is more easily possible when 
silage is fed. 

If pasture is not available for sum- 
mer feeding the necessary succulence 
should be furnished in summer silage or 
soiling crops. When neither of these 
feeds is available additional quantities of 
grain are necessary. 

Holding Up Summer Milk Yield 

All of us are familiar with the usual 
decline in milk flow that comes in July 
and August. August is the worst month 
of the year to hold up production on 
cows. Dairymen are disposed to at- 
tribute the decline to hot weather and 
flies. The hot weather has some effect 
on milk flow but the influence of flies is 
almost negligible. As a matter of fact, 
the merit in the use of fly-sprays does 
not lie in increased milk yields from 
the cows but in the greater content- 
ment of the cows at milking time and 
in the consequently less disagreeable 
job. 

The real reason for the mid-summer 
decline in milk is dus to the insufficient 
feeding cf the cows. The cows are “on 
pasture”, or, better said, on land which 
provided excellent feed two months pre- 
viously and too frequently the dairymen 
feel that pasture feeding is extravagant. 

J. M. Evvard has shown that 
good succulent pasture carries 30 to 40 
per cent protein and 13 to 15 per cent 
fiber in the dry matter. Later, how- 
ever, in mid-summer when the grass is 
dry, brown and coarse, he found that it 
contained enly 6 or 7 per cent protein 
and up to 35 per cent fiber. Farmers 
are not aware of this extreme reduc- 
tion in the productive value of pasture 
grass and they subject their cows to 
such starvation as naturally reduces 
yields and pulls the cows down to such 
a point that they can not retrieve. 
Feed Fermentation Processes 

The idea of fermenting feeds was re- 
ceiving considerable attention a year or 
so ago. I believe some of the enthus- 
iasm has waned in the last few months 
and properly so. 

The idea has to do with schemes for 
treating dry roughages with certain sub- 
stances claimed to greatly improve the 
roughages in succulence, palatability, 
and digestibility. It capitalizes the fact 
that there are many coarse roughages 
about a farm that are not especially 
palatable and are of doubtful value. By 
utilizing the roughages more freely it is 

(Continued on Page Thirty-seven) 
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Zeller Is President 


W. J. Zeller, Girard, was elected pres- 
ident of the Eastern Ohio Feed Dealers 
association at the annual meeting of that 
organization which was held recently at 
Canfield. Mr. Zeller succeeded H. A. 
Lehman, North Jackson Supply Co., 
North Jackson. 

Albert H. Buehrle, Albert H. Buehrle 
Co., Youngstown, was re-elected vice- 
president and J. X. Wadsworth, Wads- 
worth Feed Co., Warren, chosen secre- 
tary to succeed Herbert Delfs, John 
Delfs Sons, Canfield. 

C. P. Clark, divsion manager, flour 
and feed sales, Quaker Oats Co., Chi- 
cago, was the principal speaker at the 
meeting. Mr. Clark discussed some of 
the merchandising problems which feed 
dealers are facing today and answered 
many questions put to him by the vari- 
out members of the association. 

The Eastern Ohio Feed Dealers as- 
sociation has about 60 members and is 
one of the most active sectional feed or- 
ganizations in the country. 
are held quarterly. 


Meetings 


Mutual Millers 


T 


September 5 and 6 


HE Mutual 
Millers & 
Feed Deal- 
ers assciation will 
hold its annual 
summer meeting at 
Conneaut Lake 
Park, Pa., Septem- 
ber 5 and 6, accord- 
ing to an announce- 
ment recently sent 
out by J. D. Ditz- 
ler, Ames-Burns 
Co., Jamestown, 
the association. 

Conneaut Lake Park was_ selected 
because of its scenic beauty and in or- 
der to give the Pennsylvania members 
a meeting in their own section. In the 
past, all of the meetings have been held 
at Jamestown, N. Y. 

W. A. Stannard, Albany, N. Y., sec- 
retary of the Eastern Federation of 
Feed Merchants, with whom the Mutual 
Millers are affiliated, will be one of the 


J. D. Ditzler 
N. ¥., 


secretary of 


American Milling and McMillen 
To Form Allied Mills 


LANS for formation of the Allied 
P Mills, Inc., a holding company for 

the stock of the American Milling 
Co., operating plants at Peoria, Omaha 
and Owensboro, Ky., and the McMillen 
Co., operating the Wayne Feed Mills at 
Fort Wayne, Ind., East St. Louis, IIL, 
and Buffalo are going forward subject to 
the approval of the stockiolders of the 
two interested firms. 

H. G. Atwood, president of the Amer- 
ican Milling Co., will be chairman of 
the directorate of the Allied Mills, Inc., 
and D. W. McMillen, president of the 
McMillen Co., will be president of the 
new firm. Directors, in addition to 
Mr. Atwood and Mr. McMillen, will 
include George A. Chapman, Chicago; 
George J. Jobst, Peoria, and George M. 
Moffatt, executive vice-president of the 
Corn Products Refining Co., manufac- 
turers of corn gluten and meal. 

All accepting stockholders of the 
American Milling Co., will receive four 
shares of stock in the new company in 
exchange for each share of stock now 
held in the American Milling Co. The 
accepting stockholders of the McMillen 
Co. will receive three and_ six-tenths 
shares of Allied Mills stock for each 
share held by them in the McMillen 
Co. A _ special cash dividend of $2.93 
a share will also be paid to American 
Milling Co. stockholders before the mer- 


ger is made operative. This, officials 
say, will be in addition to the regular 
July 1 dividend and is done to equalize 
values in the exchange of stock. The 
exchange is expected to be completed 
by August 5. Par value of the stock 
of the American Milling Co. is $25. 

“Trade brands of the two companies 
will be maintained,” a recent announce- 
ment said, “unless and until conditions 
warrant some standardization in this re- 
spect.” 

It is pointed out that the merging 
of interests of these two large compa- 
nies gives the Allied Mills control of 
many sources of raw materials which 
are used in producing mixed feed for 
livestock and poultry. The new firm 
has a soy bean mill in Peoria and al- 
falfa grinding mills at Worland, Powell 
and Garland, Wyoming. In addition 
to the control of these sources of raw 
materials, the Allied Mills, because of 
tremendous buying power, is expected 
to be in a position to purchase other 
raw material at favorable prices. The 
new milling organization will produce 
at least 750,000 tons of feeds during the 
coming year and with the sale of it 
will offer extraordinary educational 
service. 

_In this connection, recent announce- 
ment has been made that Dr. John M. 
Evvard, professor of animal husbandry 
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Plan Meeting 


principal speakers. The program is not 
complete as yet, but in addition to Mr. 
Stannard, David K. Steenbergh, man- 
aging editor of The Feed Bag, Milwau- 
kee, and secretary of the Central Re- 
tail Feed association and Charles E. 
Quinn, secretary of the Grain Dealers 
National association, have also been in- 
vited to address the convention. All 
dealers, whether members of the asso- 
ciation or not, are invited to attend 
the meeting. 

The dates of the meeting coincide 
with the quiet business period of the 
year and consequently provides an ideal 
time for all members to get away from 
their businesses to attend the meeting. 

Secretary Ditzler requests the dealers 
to write him of all features they would 
like to have brought up at the meeting 
and to make suggestions for the pro- 
gram. Further details regarding the 
meeting will be published in the next 
issue of The Feed Bag. 


MATH BARZEN CO., Thief River 
Falls, Minn., has been incorporated with 
a capital stock of $100,000 to own and 
operate a group of flour and feed mills. 
The incorporators are Math Barzen, H. 
B. Smith, N. H. Stevens and W. W. 
Carlisle and E. R. Haseltine. 


A. B. PETERSON, Breckenridge, 
Minn., has purchased the Farmers Coop- 
erative elevator. 


THEODORE OLSON, Thief River 
Falls, Minn., has been appointed as 
manager of the Hawley Farmers eleva- 
tor, Hawley, Minn. 


ORVIN ALBERTSON, Dover, Wis., 
has purchased the Waumandee mill, Ar- 
cadia, Wis., and will take possession in 
October. 


UNITY MILLS SERVICE CO,, 
Minneapolis, has purchased the Tanner 
Mill Co., Brainerd, Minn., and ap- 
pointed R. V. Wilhelm as manager. 


c. A. BARKER and J. F. Helwig 
Haydenville, Minn., are erecting an ele- 
vator and feed mill. 


at Iowa State College of Agriculture, 
will soon become associated with the 
Allied Mills. Prof. A. G. Phillips, for- 
merly head of the poultry department of 
Purdue university, is already connected 
with the educational service department 
cf the McMillen Co. 
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A. L. SEARLE, Minneapolis, has ac- 
quired control of the Sterling Grain Co., 
and its terminal elevator in Minneapo- 
lis. The firm name has been changed 
to Searle Grain Co., and officers are 
A. L. Searle, president; H. H. Tearse, 
vice-president and treasurer and E. W. 
Elhaert, secretary. 


Knocks Out Flies 

Protects Dairy Cows 

Clean=Clear | 
Dependable 


K-O is the fly 
spray you can safely 
recommend. Com- 
pletely repels all 


Seedsmen Hold Conference 


At Madison, Wis. 


Wisconsin seedsmen and the state ag- 
ricultural staff held a conference in the 
Agronomy building, Madison, July 16 
and 17, and discussed the dealer, man- 
ufacturer and farm angle of the ‘indus- 


MOx< SPRAY 


maker for 


dealers everywhere 


THE powerful advertising campaign selling 
K-O to dealers, farmers, and other satisfied 
users is bringing splendid returns to feed 
dealers handling K-O. August and September 
will be big months for K-O sales, too. 

Get in on these profits. Stock K-O. Display 
it. Recommend it to your customers. Write 
today for details of our liberal dealer propo- 
sition and merchandizing helps. 


veres of flies. Not 
gummy or sticky 
and easy to apply 


YO) 
GENERAL LABORATORIES 


681 Dickinson Street Madison, Wisconsin, U. S. A. 


try. Sixty persons were present. 

A. L. Stone, in charge of seed and 
weed control work in Wisconsin, opened 
the first day’s session by outlining the 
work which his department is doing in 
the state. W. A. Duffy, state commis- 
sioner of agriculture, Henry Lunz, seed 
inspector, and H. F. Wilson, head of 
the department of entomology, agricul- 
tural experiment station, also discussed 
various phases of the seed industry. 

Inspection of the experimental plots 
cecupied the afternoon session. The 
seedsmen were directed on the tour by 
A. L. Stone, L. F. Graber and G. B. 
Mortimer. 

Features of the second day of the 
meeting were a talk on the use of chem- 
icals for weed control, a discussion of 
vegetable seeds by J. G. Moore, head of 
the Wisconsin agricultural experiment 
station horticultural department, and an 
address on “Wisconsin’s Agricultural 
Progress” by Fred W. Kellogg, Kel- 
logg Seed Co., Milwaukee. 

A study of how to identify weeds and 
seeds was conducted during the after- 
noon. Members of the Wisconsin Seed- 
men’s association and the Wisconsin 
State Seed council then held brief meet- 
ings, which concluded the conference. 


WILLIAM BIVENS, Maravia, Ia., 
is rebuilding his feed store which was 
damaged by fire last December. 


Never the same job twice 
in succession 


It is usually the case in batch mixing, that 
one customer will want a scratch grain mix- 
ture, the next a mash of some sort and so on. 


Naturally, in order to handle these dif- 
ferent mixes successfully, the mixer must 
mix quickly and thoroughly, use little power 
per ton and discharge clean between batches. 


The Superior Batch Mixer is guaranteed to do 
The result—more profits from 


all of these things. 
your batch mixing. 


Let us send you literature describing these ma- 
chines in detail or put you in touch with Superior 


owners. 


Established 1825 


A. D. Hughes & Co., Wayland, Mich. 
Sidney Grain Machinery Co., Sidney, O. 


REPRESENTATIVES 


Strong-Scott Mfg. Co., Minneapolis, Minn. 


No obligation to you—no trouble to us. 


MUNSON MILL MACHINERY COMPAN 


Utica, N. Y. 


C. Wilkinson, Lansdowne, Pa. | 


Frank Eckert, West Warwick, R. I. 
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Just pin to your letterhead and mail. 


| Send us more information about Supe- 
| rior Batch Mixers. 
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Cottonseed Market 
Is Stabilized 

By Futures Trading 
At Memphis 


By Charles P. Reid 


President, Marianna Sales Co., Memphis 


there must be cottonseed and be- 

fore cottonseed, there must be 
cotton, which is a commodity of vital 
importance to our national life. More 
than 50 per cent of the world’s supply 
of cotton is grown in the United States. 
Exports of cotton will reach a total of 
more than 8,000,000 bales for the cur- 
rent fiscal year and has an approxi- 
mate value of $750,000,000. These fig- 
ures are based upon actual exports of 7,- 
413,497 bales in first 10 months. 

For each bale of cotton produced, 
there is approximately 1,000 pounds 
of cottonseed. The 1928-29 crop of cot- 
ton was 14,400,000 bales in round num- 
bers and indicates a gross production 
of 7,200,000 tons of cottonseed. Some- 
thing like 70 per cent, on an average, 
of the cottonseed production is crushed, 
the remaining 30 per cent being princi- 
pally used for planting. This would 
mean a crush for the 1928-29 season of 
5,000,000 tons, more or less. From each 
ton of cottonseed crushed there is an 
average of 45 per cent or 900 pounds of 
cottonseed cake. Cake, when ground, 
is cottonseed meal. The current pro- 
duction of cottonseed meal, therefore, 
will be approximately 2,225,000 tons. 

Cottonseed varies widely both in oil 
and protein content, due to climatic 
conditions, soil fertility and moisture. 
Seed taken from the average growth in 
each the Southeast, the Mississippi val- 
ley and from Texas, and run through 
the same mill without mechanical 
changes, would produce meal of about 
36 per cent protein from the southeast- 
ern seed, 41 per cent from the central 
belt and 43 per cent from Texas. Do 
not conclude, however, that all seed 
from these sections is of uniform con- 
tent. Neither is the production the 
same in any section for any two con- 
secutive seasons. For this reason there 
has always been a wide variation and 
a lack of uniformity in the protein con- 
tent of cottonseed meal. Modern mill- 
ing has done much to overcome this 
but, basically this variation is natural 
and not artificial as it is often thought 
to be. 

The cottonseed crushing industry is 


Be = we have cottonseed meal 


yet in its earlier stage of development. 
Within my recollection, covering a per- 
iod of less than 40 years’ observation, 
cottonseed in the raw state were used 
as both a feed and fertilizer. I have 
bought cottonseed at prices ranging 
from $6.00 to $100 per ton. Cottonseed 
meal, in the same period, has ranged 
from $10 to $80 per ton. In the past 
five years cottonseed has ranged from 
$16 to $60 per ton and cottonseed meal 
at Memphis from $22.50 to $62.50 per 
ton. In two recent years the mill sale 
price has advanced nearly 100 per cent 
within a period of a few months. It is 
unlikely that any such wide range of 
prices will be experienced in the future 
as in recent past years. 

In the crushing of cottonseed, oil and 
cottonseed meal are the major products. 
On the Produce exchange in New York 
and on the Cotton exchange in New 
Orleans, there are future contract mar- 
kets for cottonseed oil. Previously there 
has been no futures market for cotton- 
seed meal. Take the season of 1926-27; 
in October cottonseed meal sold at 
$22.50 per ton, f.o.b. Memphis, and oil 
sold at 8% cents. Toward the latter 
part of this season, cottonseed meal sold 
at $37.50 and at the same time, oil was 
selling at 8% cents. Now take the low 
point of 1927-28 season when cottonseed 
meal sold at $32.50 per ton, oil was sell- 
ing at 8% cents per pound and when 
cottonseed meal had advanced to $62.50 
per ton, oil was quoted at 9 cents per 
pound. The price range of oil for that 
season showing a low of 7% cents and 
a high of 103 cents. Now We come to 
the current season, 1928-29. On Sep- 
tember 18 cottonseed meal sold at $36 
and oil at 8% cents. On January 18, 
meal sold at $46 per ton and oil at 
834 cents. On June 1, 1929 cottonseed 
meal sold at $32 per ton and oil at 8 
cents. 

The foregoing comparison should 
show conclusively the stabilizing effect 
of a futures market wherein all factors, 
including the speculative public, have 
an opportunity of expressing their reac- 
tions and opinions of the prices quoted. 
The grower of cottonseed, the manufac- 
turer of cottonseed products, the merch- 
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L. F. BROWN 


Capabie and popular secretary of the 
American Feed Manufacturers association. 


ants, cattle feeders, feed mixers, export- 
ers and the fertilizer people all are per- 
mitted to express their ideas of values. 

It is hoped that you now have a 
picture of the situation as affecting the 
two commodities with which we had to 
deal. Both cottonseed and cottonseed 
meal are by-products. The meal is a 
manufactured commodity. No futures 
trading in cottonseed had ever been at- 
tempted, so far as we could learn. Cot- 
tonseed meal has been traded in under 
futures contracts before, and at one 
time at a fair measure of success, but 
under a contract and conditions that 
limited its usefulness. 


The Memphis Merchants exchange 
was organized in 1881 and had behind 
it the prestige that comes only with 
years of proven character. The nced 
of something to prevent the wide fluc- 
tuations in both cottonseed and cotton- 
seed meal values has long been recog- 
nized. In the spring of 1928, Pres. C. 
E. Coe, of the Memphis Merchants ex- 
change, appointed a committee of five, 
including me, to investigate and recom- 
mend to the board of directors as to the 
feasibility of establishing a futures mar- 
ket for cottonseed and cottonseed pro- 
ducts. The committee met only with 
discouragement from the oil milling in- 
dustry where they had hoped for assist- 
ance and cooperation. However, much 
encouragement was given by govern- 
mental agencies, bankers, cotton grow- 
ers and merchants, feed mixers and fer- 
tilizer manufacturers. 

A careful study of the history of other 
futures markets convinced the commit- 
tee, beyond question, that they should 
recommend the establishment of such a 
market, despite the fact that determined 
opposition from the cotton oil milling in- 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


|MEAT SCRAPS| 


FOR POULTRY 


—GUARANTEEO 
PROTEW MIN. 50.0% 
Fat MIN, 05% 
CRUDE FIBRE _MAX. 30% 
MEAT PRODUCT 


MANUFACTURED BY : 
| DARLING-&-COMPANY |: 


UNION STOCKYARDS CHICAGO,ILL. — 


The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 18-F 


The Grain Machinery Co. 


Marion, Ohio 


We want live Sales Representatives in our open territories. 
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dustry was encountered. This opposi- 
tion caused the chairman of our commit- 
tee to resign. Another member of the 
committee failed to put his name “on 
the dotted line” when time arrived for 
completing a formal organization, but 
due to the determination of President 
Coe, Secretary McGinnis and R. N. 
Neal, a member of the committee, our 
plans were carried through to a con- 
clusion. Hugh Humphreys was induced 
to accept the presidency of the clearing 
association and our success is largely 
due to his foresight and efforts. 

Our’ organization was_ established 
along the lines of the past experiences 
of other exchanges and futures mar- 
kets. Every precaution has been taken 
to preserve the character and integrity 
of both the merchants exchange and its 
subsidiary organization, the Memphis 
Merchants Exchange Clearing associa- 
tion. Actual trading was begun on Jan- 
uary 15, 1929, with 25 members of the 
clearing association. In January, 19,000 
tons were traded in. The month of 
February showed an increase to 34,000 
tons, March 52,600 tons, April 78,000 
tons and in May the business had grown 
to 123,900 tons, all computed on a basis 
of closed trades or double those figures 
if you choose to compute it on a basis 
of tons bought and tons sold. It is con- 
fidently expected that in the calendar 
year of 1929, the total volume of busi- 
ness will exceed the 1928-29 production 
of cottonseed meal. 

The Memphis futures market now af- 
fords a practical hedging market, not 
only for cottonseed cake or meal but 
we think a potential hedging facility for 
other concentrates. The feed mixer can 
now know, at all times, what his cotton- 
seed meal supplies will cost for 6 to 10 
months ahead. Instead of carrying large 
stocks of the actual commodities in his 
warehouse, future contracts can be 
bought and in the event of develop- 
ments in the feed business, such as we 
have seen in the past winter and spring, 
any surplus can be readily disposed of 
without serious loss. 

The Memphis Merchants exchange fu- 
tures contract on cottonseed meal offers 
certain advantages to the buyer, in that 
the meal must run fully 41 per cent or 
an allowance for deficiency is made for 
all or any deficiency. Under trade cus- 
tom and under Interstate Cottonseed 
Crushers’ rules, a tolerance of one-half 
of one per cent of protein is permitted 
where no claims can be filed. When 
meal is tendered, the certificate of analy- 
sis must also be accompanied by certi- 
ficate of sampling and grade. Standards 
of quality have been established which 
insure, before payment is made, the de- 
livery of strictly prime meal or the pro- 
per allowance for any inferiority as to 
either color, texture or odor. 
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Trained Clerks 


Attract Trade 


And Satisfy Customers 


(Continued from Page Fourteen) 
but if you buy a ton, you get it for 
$2.70 and the nickel a bag is $1.00 a ton 
saved.” After that, this customer never 
bought less than a ton of feed at a time. 
Increase Your Sales Units 

Instead of spending 15 or 20 minutes 
every other day waiting on this man, 
the clerk spent about that much time 
once a week and had those extra min- 
utes in which to develop other business. 
Besides, he gained the good will of the 
customer by saving him a dollar on a 
ton of feed. 

One keen young man working for an 
eastern dealer, makes it a point when- 
ever he sells a customer something, to 
give him some kind of a pamphlet tell- 
ing about the article, at the same time 
calling his attention to something of in- 
terest in the pamphlet. 

No one ever goes away from that 
feed dealer’s feeling dissatisfied with his 
purchase, because he reads the pamph- 
let which tells him about the merits 
of the goods he bought and feels satis- 
fied he acted wisely in making the pur- 
chase. That particular store holds its 
business, and all because a retail clerk 
with some merchandising sense makes 
sure his customers are sold on what 
they get. 

Be a Good Listener 

I know of a certain retail clerk who 
could do a wonderful job of selling 
everything his employer handles—if he 
would let himself. Every time a cus- 
tomer objects to the quality or price or 
kind of an article, this chap interrupts 
the objection and just keeps on talking 
and talking. As a result, he never 
knows the real cause of the customer's 
objection and is never successful in sell- 
ing anything except such things as the 
customers come in and ask for. If he 
would stop talking occasionally and lis- 
ten, he would be a better salesman. 

I know a feed dealer who has handled 
an advertised brand of hog feed for 
years but sold very little of it. One 
day his driver saw a litter of pigs that 
had made a marvelous record of growth 
on this hog feed. After that, he never 
delivered a truckload to anyone who 
owned hogs without telling them about 
that record. Unconsciously, he learned 
one of the big lessons of salesmanship, 
which is not to say, “Is there anything 
else you need?” but rather, “You have 
some hogs; let me show you what our 
hog feed is doing in raising hogs in this 
section”. 

Let’s give our retail clerks a chance. 
Introduce them to the salesmen of the 


various lines you handle and ask the 
salesmen to tell them about their goods. 
When you get literature describing any 
merchandise you handle, pass it on to 
your men. Encourage them to read the 
feed trade papers and whenever pos- 
sible, permit them to visit the mills with 
whom you are doing business. Nothing 
you can do will yield you as big re- 
turns as training the men who work for 
you. 
Why Customers Change 

Perhaps you think this isn’t as im- 
portant as it has been made to appear. 
A specialist in retail selling not long 
ago sent inquiries to several thousand 
people in a certain territory to learn 
why they had discontinued buying from 
certain stores. Here is a summary of 
their replies: 

Indifference of sales people, 20 per 
cent; errors in service, 9; forcing sub- 
stitutions, 9; tricky methods, 9; delays 
in delivery, 8; over insistence of sales 
people, 7; discourteous treatment, 7; de- 
lay in giving attention, 6; tactless hand- 
ling of customers, 5; disorderly stock, 
4; ignorance concerning goods, 4; dis- 
satisfaction with quality, 4; and miscel- 
laneous causes, 8. 

Study this list for a moment and you 
will see that properly trained sales peo- 
ple could have held 88 per cent of all 
of the business that was lost. 

Maybe you say to yourself: “I haven’t 
lost any customers lately”. Perhaps you 
haven’t but then, perhaps you haven't 
sold them all you should have sold. 
Maybe, with the right kind of training, 
your clerks would have obtained you a 
lot of new business. 

Training Your Clerks 

A good way to begin training your 
clerks is to put into their hands all the 
information you can give them about 
the lines of merchandise you handle. 
Then gradually increase their knowl- 
edge by bringing them into contact 
with men who sell those-lines. Ask 
your employees to honestly analyze 
their own efforts to serve you by an- 
swering to themselves these questions: 

1—Have I worked out a plan for 
selling the goods we handle? 

2.—Do I understand our merchandise 
so well that I can tell our customers 
anything they want to know about it? 

3.—Do I know what results our cus- 
tomers get from our feeds so that I 
can apply the knowledge of those re- 
sults in my selling? 

4.—Have I a real enthusiasm about 
this business and the merchandise I am 
selling? 
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5.—Am I selling as much as I should 
—quantity orders and related goods, 
while I have people in our store? 

6.—How about my attitude toward 
our customers? Am I interested in 
them and do I greet them properly and 
by name when they call? Do I listen 
attentively to what they tell me and 
show a real interest in their problems? 

7—Am I analyzing my blunders and 
failures and trying to weave them into 
experiences that will help me better to 
serve this business? 

Most of the outstanding merchants of 
this country started behind the counters 
of the small retal establishments. Maybe 
you have men of unusual ability in your 
organization. By bringing out their 
ability you increase your own business 
and, what will bring you greater enjoy- 
ment and satisfaction, you help develop 
some men who will later be successful 
business men and worthwhile factors in 
the business life of their community. 


FRED PFANNER, JR., Tonawanda, 
N. Y., died suddenly while in his store 
on July 13. He was talking to several 
of his employees when he collapsed and 
passed away before the arrival of a phy- 
sician. Mr. Pfanner, who was 66 years 
old, entered the feed business in 1884 
in partnership with his brother, George 
Pfanner. For the past ten years he had 
conducted the business under the firm 
name of Pfanner & Son, his son, Rich- 
ard, being associated with him. 


ROBERT T. HESLOP died recent- 
ly in his home near Welland, Ont. He 


-was the operator of four feed mills in 


the southern Ontario peninsula oppo- 
site Buffalo, and was widely known 
among Canadian feed dealers. 


BURGLARY AT SAUKVILLE 

Thieves entered the warehouse of the 
Saukville Square Deal Feed store, Sauk- 
ville, Wis., on the night of July 22 and 
stole a large quantity of seeds, feed and 
flour. A truck and trailer was used to 
carry away the loot. 


FOOD FAKERS OPPOSED 

Continuing the campaign against food 
faddists who are distributing propagan- 
da to discourage the consumption of 
white bread, General Mills, Inc., Min- 
neapolis, has released a new series of 
pamphlets and folders for bakers and 
flour dealers to distribute among their 
customers. Advertisements emphasizing 
the value of bread as a food will also 
be published in the leading medical, 
health, dental and dietetic magazines. 
The movement was originally started 
by the Washburn Crosby Co., which is 
now a division of General Mills, Inc. 
Literature will be ‘gladly sent to dealers 
on request. 
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Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


"vor (Cotton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 


Quality and Service 


Millfeeds 
Oil Meal 


Corn and Oats 


“FRANKLIN” 


GROUND FLAX 
SCREENINGS 


Tue Haertet Co., Inc. 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


HOME OF 


BADGER BRAND 
SEEDS 
-1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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Choose Roughages Carefully 
For Most Dairy Profits 


(Continued from Page Thirty) 
said that a given area of a farm will 
support more livestock, and production 
and other costs will be reduced. 

As early as 1924 we investigated the 
merit in such a process using a distase 
malt on corn fodder. Essentially our 
information was that 14 pounds of the 
processed material plus a low rate of 
grain feeding was equivalent to a daily 
ration of 35 pounds of silage and 20 
pounds of hay plus the usual rate of 
grain feeding, which is one pound of 
grain for each three and one-half pounds 
cf milk produced. According to the 
claims a revolution in dairy feeding was 
impending. 

We fed experimentally 10 cows. We 
piped hot water and steam to the outfit 
to give the diastase a good start at 
140 degrees which minimum tempera- 
ture had to be maintained and which 1s 
no small accomplishment in the middle 
of the winter. We fed the cows as 
much of the processed material as they 
would eat. They ate it reluctantly, then 
they dropped in milk flow and lost their 
“bloom”. We found that the processed 
feed was valuable somewhat in propor- 
tion to its protein content. We con- 
cluded that the whole scheme was a 
costly extravagant nuisance. 

Does Roughage Grinding Pay? 

The Central Experiment farm at Ot- 
tawa, Canada, from their extensive 
trials, reached the same conclusion, and 
they state that the processed material 
was less valuable than corn silage. The 
Wisconsin station carried on some work 
in which they compared alfalfa hay and 
corn fodder. They found the two meth- 
eds of feeding to be nearly identical as 
measured in milk yields but add, “If 
account is taken of the investment re- 
quired for the fermentation apparatus, 
the cost of the converter, the expense of 
the steam and the greatly increased la- 
bor required to process the feed, it is 
apparent the fermentation process adds 
greatly to the cost of the ration.” 

A recently revived idea on grinding 
roughages, like the idea in predigesting 
feeds, is to increase the utilization of 
coarse farm roughages. It is true, gen- 
erally speaking, that there are rough- 
ages about a farm that are not utilized 
to best advantage. This constitutes a 
loss and any effort to reduce losses is 
commendable. However, if the cost of 
recovering a feed in its entirety ex- 
ceeds the value of the recovered mater- 
ial then the procedure is not economi- 
cal. 

The advocates of roughage grinding 


concern themselves largely with two 
roughages—hay and corn fodder. It is 
well, however to differentiate between 
good hay and poor hay, the latter lack- 
ing in leaves and carrying more stems. 

There is no economic advantage in 
grinding good hay. Such a practice will 
not increase the palatability for whole 
hay is sufficiently palatable. The evid- 
ence shows that whole hay of good 
quality is even more palatable than the 
same hay ground. Our cows produced 
less milk on the ground hay and the 
cost of production was considerably 
higher. So let us dismiss any thought 
of grinding good hay. 

Now, how about grinding coarse, 
stemmy hay? Feeding such hay whole 
may result in the refusal of 25 per cent 
of its weight while on grinding the cows 
may be forced to eat all of it. But do 
not think for a moment that 25 per 
cent of the value of the hay, even 
though they consumed it, is contained 
in those coarse stems. The stems are 
highly fibrous and of comparatively 
little nutritive value. The valuable pro- 
teins, minerals, and vitamins are con- 
tained chiefly in the leaves and smaller 
stems. Cows eat those nutritive parts 
whether they are ground or not. 

Less than 10 per cent of the gross 
value of the hay is contained in the por- 
tion that cows refuse. This loss, if it is 
worth $15 a ton can not cover over $1.50 
providing it was all recoverable. Grind- 
ing hay costs about $2.00 a ton. It is 
not profitable to spend $2.00 to save 
less than $1.50. If grinding can be done 
for less than the value of the material 
saved it may be considered. 


Ground Fodder and Silage 

But we must remember that if the 
energy the cow expends in digesting 
coarse stems is greater than the energy 
secured from them, the process is un- 
sound physiologically. We have evid- 
ence that grinding hay does not make 
it more digestible. In addition to our 
results which show that grinding hay 
for cows is a questionable practice from 
the standpoint of economy, at least five 
other stations have reported similarly. 
I know of no definitely controlled exper- 
iments, the results of which justify 
grinding hay. 

‘We're hearing considerable about util- 
izing corn fodder by grinding instead of 
putting the crop in the silo. There 
have been no objections raised in re- 
gard to silos and silage. Some of the 
objections are valid and others imagin- 
ary but the fact remains that the dairy- 
man who tries to feed cows without sil- 
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age is not always proceeding to the best 
advantage. We have some _ evidence 
that shows that an acre of corn put into 
the silo yields more milk and at a lower 
production cost than when the crop is 
fed as fodder. 

Fodder contains some 50 to 60 per 
cent ear corn and naturally has some 
merit. Farmers do not always realize 
that the ears comprise this large a per- 
centage of the fodder. Silage will carry 
about 20 per cent of corn chopped up. 
The moisture content of the two feeds 
makes the difference in the percentage 
of corn. 

When we feed cows whole fodder 
they will eat the ears. Then about 20 
per cent of the fodder is leaves, husks, 
and small stems which the cows will 
also eat. They will refuse the stalks 
which comprise 20 to 25 per cent of the 
fodder. But only seven per cent of the 
digestible nutrients in the fodder is in 
the stalks. We cannot spend too much 
money in saving this seven per cent. 
Neither must we force a cow to eat too 
much coarse fibrous material if it is 
going to be a tax upon her rather than 
a benefit to her. Feeding trials indicate 
that the grinding or recutting of corn 
fodder is not economical when the re- 
cent fodder is compared either to silage 
or to whole fodder. 


AMCO SERVICE STORES, INC., 
subsidiary of the American Milling Co., 
Peoria, Ill., have taken over and are 
now operating the establishment and 
business of the Southern Wisconsin 
Feed Co., Janesville. Two other Amco 
stores are located in Wisconsin at Hart- 
ford and Oconomowoc. 


BROOKS OIL FEED 

Brooks Milling Co., Minneapolis, is 
now installing equipment for the manu- 
facture of a 30 per cent old process oil 
meal with screenings oil feed which it 
will market under its own brand. The 
unit is expected to be in operation early 
in August. The Brooks Milling Co. is 
one of the large feed manufacturers at 
Minneapolis and its Blue Ribbon dairy 
feed is widely distributed throughout 
the Central Northwest. 


CORN CRUSHER CATALOG 

Munson Mill Machinery Co., Utica, 
N. Y., has issued catalog No. 32 which 
describes ear corn crushers and corn 
shellers. Improvements on the corn 
crushers have made them practically 
unbreakable eliminating one of the big 
troubles with a machine of this kind. 
The crusher parts are now so arranged 
that if any foreign objects get in the 
machine, it will immediately stop. 
Copies of the catalog will be sent to 
anyone on request. 
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is 
the most 
important in- 
gredient in any 
feed. Our experience 
began twenty-two years 
ago with an effort to solve a feed- 
ing problem. = Every International 
formula has been developed to meet a par- 
ticular feeding need. Experience is the most 
valuable ingredient in every International 
feed. . . that’s why they can be “‘guar- 
anteed to produce better results 
at lower cost,”’ and why 
they bring repeat 
business to 
dealers. 


INTERNATIONAL 


FEEDS 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS MEMPHIS 
BALANCED FEEDS FOR ALL FARM LIVESTOCK 


EXPERIENCE 


MAAAAAAAAAAAAAAAAAAAAA 


EAGLE GROVE Produce and Feed 
Co., Eagle Grove, Ia., has discontinued 
business. 


FRANK C. HOLZHUETER, Wat- 
ertown, Wis., has acquired the grain ele- 
vator on the west bank of the Rock 
river from the Watertown Grain Co. 


FRANK H. MAXWELL, Pacific 
Junction, Ia., has purchased the Gund- 
Sien elevators at Glenwood, Balfour and 
Hastings, Ia. Mr. Sien, the former 
owner, will move to Atlantic, Ia., where 
he has an interest in the Atlantic Grain 
Co., which operates a string of elevators 
in that district. 


FARLEY IN NEW FIRM 

Greene-Farley Co., Janesville, Wis., 
has been incorporated with a capital 
stock of $50,000, to deal in fertilizers, 
grain, feed, farm products and real es- 
tate. The incorporators are G. V. Ford, 
Ray Farley and H. H. Greene. Ray 
Farley, who is president of the Retail 
Feed Dealers Association of Janesville 
& Vicinity, has sold his interest in the 
Graham & Farley Feed Co., of that 
city. 


NEW HAINES INSTALLATIONS 

Several feed firms in the Middle West 
and East have recently installed mixing 
plants. Among those reported by the 
Grain Machinery Co., Marion, Ohio, 
manufacturers of the Haines feed mixer, 
are Cramer Elevator, Wharton, Ohio; 
J. B. Medford, Henderson, Ind.; Gallia 
Produce Co., Gallipolis, Ohio; E. E. Le- 
Roy, Hamilton, Ill.; F. I. Williams & 
Son, N. Adams, Mich.; Hoosier Mineral 
Feed Co., Greenwood, Ind.; The Picka- 
way Grain Co., Pickaway, Ohio; High- 
land County Poultry Farm, Buford, 
Ohio; Clem Phflum, Osgood, Ind.; 
Archie Spurgin, Columbus, Ind.; Farm- 
ers Cooperative association, Humbolt, 
Ia.; Cologne Mill Co., Cologne, Minn.; 
j. M. Stobbe, Berlin, Wis.; J. J. Gei- 
singer, Center Valley, Pa., and Berea 
Milling Co., Berea, Ohio. 


Just 30 Seconds to Change Screens! 


The accessibility of all working parts and the fact that its screens 
can be changed in but half a minute are two reasons why the 
JACOBSON “UNIVERSAL” FEED GRINDER has been in 


constant demand. 


It has a capacity of 1 to 5 tons houriy—handles practically any 
materials—and is sold with a guarantee that it wil! ‘‘make good’’. 
The “Universal”? comes in three sizes—35, 50 and 75 h. p., in belt 


or motor driven models. 


and prices write 


For full information, installation data 


A. E. JACOBSON MACHINE WORKS, Inc. 


“vuinding Pays in Many 
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WILLIAM O. GOODRICH CO., 
Milwaukee, a subsidiary of the Archer- 
Daniels-Midland Co., Minneapolis, is 
now manufacturing soy bean meal and 
marketing it at the same price as lin- 


seed_ mea. HARD SPRING (¢ 


MARATHON ELEVATOR SOLD 

Northern Milling Co., Wausau, Wis., 
has purchased the Marathon Elevator, 
Marathon, Wis., from Pau! Rajek, who 


has owned and managed the elevator EVERY SACK has a MONEY BACK GUARANTEE 


for 20 years. The Wausau firm has U a —— 
also secured a two year !ease on the 


feed store of McCandless & Ladwig 
Feed Co., Antigo, Wis., and has opened 
it for business. In addition to the main 


Contains strong Gluten, produces 


plant at Wausau and the two stores a large white loaf which retains 
mentioned, the firm operates several moisture and uniform in texture. 
other retail feed stores in the state. 

QUISENBERRY ADDITION Sold at competitive prices 


The Quisenberry Feed Manufacturing 
Co., with plants at Kansas City, Mo., 
and Buffalo, N. Y., will build extensive Get our prices before buying 
additions to its Buffalo division. A large 
tract of land adjoining the Erie railroad 
between Kentucky and _ Tennessee NEW RICHMOND ROLLER MILLS C0. 
streets has been purchased by the com- 
pany and construction will start immed- WISCONSIN’S MOST MODERN MILL 


iately on a grain storage elevator which | NEW RICHMOND, WISCONSIN 


will have a capacity of more than 200,- 
000 bushels. A new mill, also included MIXED CARS ARE OUR SPECIALTY 
in the expansion plans, will be furnished 
with modern equipment for the manu- 
facture of Quisenberry Quality Brand 
poultry and dairy feeds. Increased busi- 
ness in the eastern states necessitated 


the building of additional producing and 
storage structures, according to G. MI X ERS PP DE ALERS 
Schmierer, president of the company. 
FEDERAL FEED REPORT 
During the year ending December 31, 
1928, 26 seizures of stock feeds were ef- 


fected under the federal food and drugs 
act in the eastern inspection district of 


Can be shipped in mixed cars 


With a warehouse capacity of 
over 2,500 tons of sacked feed— 
of the food, drug and insecticide admin- 


we are in splendid shape to give 
istration, United States Department of 
Agriculture. These seizures covered good service on straight or mixed 


eight consignments of cottonseed meal 4 : 
totaling 1,080 sacks, 17 consignments of cars of anything in feed. 
mixed feeds and miscellaneous feed pro- 
ducts totaling 5,043 sacks and one ship- 
ment of 1,250 sacks of meat scrap. In WE WOULD APPRECIATE YOUR INQUIRIES 
addition to the above seizures, 20 manu- 
facturers or shippers of feeds were cited ss 
to hearings on violation of the federal L B dd F d & G C 

food and drugs act and three prosecu- a u e ee rain Oo. 
tions have been referred to the solicitor 


of the department for court action with MILWAUKEE, WIS. 


more to follow. The above figures are i - 
announced by W. R. M. Wharton, chief 
of the eastern inspection district. The Feed Grain Hay oe 2 
principal violations causing the actions te 
enumerated, according to Mr. Wharton, 
were deficiency in protein and fat and BRANCH OFFICES: 
excessive crude fiber as well as declara- 
tion on labels or tags of ingredients not 
actually contained in mixed feeds. 
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F. J. PHELAN CO. || == 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


BANWER GRAIN CO. 


MINNEAPOLIS, MINN. 


“Grain Futures” Milling Wheat 


All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


Special Attention to Hedges 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


Ton of Milk Requires 
14 Lbs. Minerals 


Every time a ton of milk is produced 
14 pounds of minerals are taken from 
the system of the cow, according to A. 
J. Cramer, Wisconsin Dairy Herd Im- 
provement association. 

“In the case of heavy producers this 
is more than the regular dairy ration 
can replace,” he points out. “The gen- 
erative organs are first to suffer from 
a mineral deficiency. Abortion and ster- 
ility, decreased milk flow and unthrifty 
calves are the inevitable result.” 

Mr. Cramer recommends the feeding 
of 40 pounds steam bone meal, 40 
pounds finely ground limestone and 20 
pounds of table salt as a mineral mix- 
ture, in addition to the regular ration. 
Four or five pounds of this mixture 
should be fed with every 100 pounds of 
the regular ration to dairy cows. 


J. T. SEXTON has withdrawn from 
the Valley Brokerage Co. and organized 
the J. T. Sexton Co., with offices in the 
Board of Trade building, Kansas City, 
Mo. 


LYNNE P. TOWNSEND, secretary 
of the New England Retail Grain Deal- 
ers association, Springfield, Mass., is en- 
joying a vacation at his former home in 
Davenport, Ia. 


‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


S.T.Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
. C. HUBINGER BROS. CO., Keokuk, Gluten Feed 
HENRY LICATIG & CO., Kansas City, Mo...................-... Milo and Kaffir e 
FAIRMONT CR AMERY Dried Buttermilk Packed 100-lb. paper-lined bags 
TUA E eat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 110 N. Franklin St. CHICAGO 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 
MINNEAPOLIS, MINN. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screeni 

Cottonseed Meal Powdered Skim Milk 
Oyster Shells 

Died Butter Milk Bone Meal 

4 Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Il. 
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Are You Familiar . WHEAT SCREENINGS CORN ; 
With the Mineral e 
Hiawatha Grain Company 
Analysis of = 
° MINNEAPOLIS, MINN. 
UVE ‘‘FOR BETTER SERVICE’’ 
STFISH N's (We Own And Operate A Mill And Elevator) 
<a H MEAL SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 
ia Get Our Samples and Prices co 
so you will STRAIGHT CARS MIXED CARS 
why the Commercial EE ROU EED OILMEAL 
Mash containing STRU- 


VEN’S FISH MEAL is 
more efficient and _there- 
fore more popular than that 
which lacks this high grade 
Mineral and Protein Sup- 
plement, made from the 


WHOLE Menhaden Fish, 


White Swan Flour 
and White Swan Feed 


fresh from the Sea. 


Write us for sample and complete 
Mineral Analysis. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


What is three in one. Some one said 
machine oil, but we have a new three in 
one. It is our WHITE SWAN LINE. 
We have installed modern machinery to 
manufacture Poultry, Dairy and Hog 
Feeds in conjunction with our flour mill. 
We can put flour, millfeeds and mixed 
feeds in one car. 


It takes less investment 
and less storage room and assures quicker 
turnover of your capital. Try a mixed 
car from us. Positions open for real live 
salesmen. Apply. 


SPRINGFIELD MILLING COMPANY 
Springfield, Minnesota 


Yes 


POWER” 


That’s what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give you quick 
service. 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 


“Our Diamond Mill is Doing 
CAR MOVER fine work and we want to thank you for the favor you 
COMPANY did in selling us this good outfit’’—say Christman 


Bros. of Tony, Wisconsin. — 
Select the DIAMOND MILL for all grinding purposes. 


ASC pa: MOVER: Diamond Huller Co., Winona, Minn. 
XS 


> 


Appleton, Wis. 
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Be Prepared 


Avoid a costly fire during the harvest 
period by giving close attention to oper- 
ating hazards. Be prepared to fight a 
fire, should one occur, by having well-filled water barrels 
and a supply of pails readily accessible. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald C. R. McCotter 
Secretary and Treasurer Ass’t. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


OWL BRANwv 


COTTON 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on our list. Market letters and prices. 


R. L. HERRICK M. H. HERRICK 
100% FOR THE DEALERS 


HERRICK 
FEED 


Phones O Phones 
135 135 
118 118 

HARVARD ILLINOIS 


WHOLESALE GRAIN & FEED SHIPPERS 
R. L. HERRICK, Jr. J. M. HERRICK 


Broapway 1076 


e 
usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
Estasuisnep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


MILWAUKEE 
WISCONSIN 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


= WHEAT FEED 
‘Wheat Low Grade Flour, Red Dog, Middlings 
has Bran, Screenings not exceeding mill ran —| 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - -83% 


ST. PAUL, MINN. 
<> Office 315 Corn Exchange ~~ 
MINNEAPOLIS, MINN. 
4 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 
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ALFALFA 


Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa | 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 
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M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 


STERLING DAIRY FEEDS 


MILWAUKEE, WIS. 32% Protein 20% Protein 
For the dairyman who For the dairyman who 
raises considerable corn, raises small crops of 
oats and barley. feeding grains. 


These two feeds are giving wonderful 
satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as o 
STERLING PIG and HOG FEEDS. Tes 


Carlots‘or; mixed cars containing bran, middlings, 


NOPCO COD LIVER OIL rolled oats, oil meal, oyster shell, animal protein | 
BEET PULP—MOLASSES products, etc. 

DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 


agp NORTHRUP, KING & Co. 


Cnt peices. FEEDS AND SEEDS 
LA BUDDE FEED & GRAIN CO. MINNEAPOLIS, MINN. 
MILWAUKEE, WIS. 
Wuen 1n MINNEAPOLIS 
S lity Feeds and 
TAY AT Quality Feeds and Grain 
Che 
. Uniform fair prices and Zenuine service re- 
New Nicollet P 
H present two important factors in the rapid 
ote prowth of our business. 
OPPOSITE TOURIST BUREAU 
We are just at the other 
The Northwest's Finest Hotel | end of your telephone line 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room Broadway 4961 
Largest and in the 
aaa Grain—Corn, Oats, Barley, Chicken Wheat 
59 Booms at................. $2.00 Reef Brand Oyster Shells 
257 Rooms at................. 3.50 Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 
Suites and Special Rooms at 
$6.00 to $9.00 * 
MAIN DINING ROOM 
COFFEE SHOP DONAHUE-STRATTON COMPANY 
Three Blocks from Both Depots. MILWAUKEE 
Retail Center and Wholesale Center. Brokers for Operating Elevators at 
—————_—— CLINTON CORN GLUTEN MILWAUKEE—CHICAGO 
W. B. CLARK, Manage 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


BUSINESS FOR SALE 


A well established flour and feed business, lo- 
cated in the central part of Vermont on the 
Central Vermont R. R., doing a volume of_busi- 
ness better than $125, 000 a year. Practically no 
competition. Good reason for selling. Address 
MB-2, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED MIXER ON TRUCK 

A model molasses mixing plant for 
feed stores was exhibited by the Anglo- 
American Mill Co., Owensboro, Ky., at 
the annual conventions held by the 
Central Retail Feed association, Mil- 
waukee, June 4 and 5; American 
Feed Manufacturers association, French 
Lick, Ind., June 6, 7 and 8, and the Ohio 
Grain Dealers association, June 19 and 
20. Machinery was mounted on a large 


truck which was displayed at a conven- 
ient location near the convention head- 
quarters. Many feed men observed the 
demonstrations, which were directed by 
Anglo-American Mill Co. representa- 
tives, and which showed the Miracle 
molasses process of feed mixing. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


SALESMEN WANTED 
Salesmen wanted to call on feed dealers and 
feed mills to sell high grade Cod Liver Oil, all 
grades, as side line on commission basis. _ State 
Ines now handling. HENRy LINDER AD- 
VERTISING, 1457 Broadway, New York, N. Y. 


MANAGER WANTED 
Competent man wanted to manage retail cash 
feed store in Waukesha county. No buying 
worries--entire efforts on selling. Answer in own 
hand writing, stating salary desired. Write T. F., 
c/o THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


MACHINERY FOR SALE 
One—No. 3-S Heavy duty J. B. Sedberry used 
feed grinder, belt driven, can be arranged for 
Texrope drive, rebuilt in first class condition; 
with 12” magnetic separator. 
One—No. 3-AT Standard Jay Bee Grinder com- 
plete, belt driven, can be arranged for Texrope 
drive. Practically new. 
One—No. 2-AT Standard rebuilt ig Bape Feed 
Grinder complete, belt driven, can arranged 
for Texrope drive 
One—No. 2 Humdinger belt driven Jay Bee 
Grinder in good condition. 
One—50HP, 1800 RPM, 220 volt, 60 cycle, 3 
phase Fairbanks Morse ball bearing. pipe ventil- 
ated fully enclosed motor; rebuilt in first class 
condition. 


Subject to prior sale. 


Will sell above equipment 
at “mica price. FLACK-PENNELL COM- 
PANY, INC., Saginaw, Mich. Michigan agents 
for hats Bros. hammer and attrition mills. 


FLOUR AND FEED BUSINESS FOR SALE 


A well established flour and feed business 
located in the North Centra! part of Wisconsin. 
Grinding facilities. Electric power. Railroad 
Siding. Annual business approximately $75,000. 
Reason for selling—owing to other business can- 
not give proper attention. A real money maker. 
Priced right. Write S. C.-3, c/o THE FEED 

BAG, 86 East Michigan street, Milwaukee, Wis. 


FEED STORE FOR SALE 


Well equipped feed store and modern dwelling, 
railroad, about one hundred thousand dollar 
business yearly. No competition. Dairying 
center. Near milk station. Owner retiring. 
Write BOX 28, E. Masonville, N. Y. 


SHEFFIELD ELEVATOR CO., 
Minneapolis, is building a $180,000 con- 
crete addition to its elevator which will 
increase the firm’s storage capacity to 
2,250,000 bushels, according to B. B. 
Sheffield, president of the company. 
The addition will be completed by Au- 
gust 1. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
CORN oR OATS 


and the 


QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


LINSEED MEAL 
CARLOTS 
Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


‘““SWEET PRINCESS’’ 


16% PROTEIN 


MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


“MINNEAPOLIS, MINN We sell a complete assortment of over 80 different kinds of feeds 
fand by Stan Send.fee MANEY BROTHERS MILL & ELEVATOR CO., 


No-Milk Calf Food 


A LEADER FOR 45 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


Office and Mill, Milwaukee, Wis. 


INSTITUTIONAL 


24% 
SWEET DAIRY FEED 
THE BEST BUY ON THE MARKET 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 
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ADVERTISERS’ INDEX 


Anglo American Mill 
Appleton Car Mover Co.... 
Arcady Farms Milling Co... 
Archer-Daniels-Midland Co 


Banner Grain Co 


Camel Wheat Feed Scores Again! 


Reports an official cow tester to his dealer. 


“(I want you to note that the high herds in 


the Richland Dairy Herd Testing Association 
No. 2 received more CAMEL per cow for the 
Buerger Commission Co................... season than any other kind of grain, and that 
Capital. Flour Mills, Inc.......:.:........ our second high herd in the Association (aver- 


age Butter Fat 364 Ibs.) was fed alfalfa hay, 
silage, CAMEL, corn and oats, and made more 
profit per cow than any other herd.’’ 


Classified Advertisements 
Collis Products Co......... 
Commander Milling Co..... 
Consolidated Products Co 


Corn Products Refining Co................ 4 We can make immediate shipment of Camel. 

enver alfa illing roaucts Co... ... 

43 AMES-BURNS CO., Jamestown—exclusive New York distributors. 

40 JOHN FITZGERALD, J ille—special Wi in representative. 

B. J. GIBSON, Danville, I1l.—special Illinois and Kentucky representative. 

46 

32 

Grain Dealers Nat. Mutual Fire Ins. Co... 42 


Humphreys-Godwin Co. . 40 
Imperial Meal Co 40 


International Agricultural Corp............ 


A. E. Jacobson Machine Works, Inc....... 38 

La Budde Feed & Grain Co............39, 43 MANUFACTURED BY 

47 


Larrowe Milling Co 


MINNESOTA FEED COMPANY 


Maney Bros. Mil & Elevator Co.......... 2 MINNEAPOLIS, MINNESOTA 
Milling Co... .. 36 Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Minneapolis Milling Co................... 24 Shippers of Corn and Oats—Write for Samples and Prices 
Munson Mill Machinery Co............... 32 
44 
Mational Oil Products Co... 28 
Nebraska Consolidated Mills Co........... 44 
New Richmond Roller Mills Co........... 39 
Penick & Ford, Ltd., Inc... 
Radtke Bros. & Kortsch Co............... 42 : 
43 Your Trade Can Feed Ardanco as is 
Russell-Miller Mi!ling Co.................. 4 


Springfield Milling Co.................... 41 &8 
A. L. Stanchfield 44 a 

3 
MM. Struves: & Co... 41 
Sunset Feed & Grain Co 40 ae 


Washburn Crosby 18 
Western Terminal Elevator 44 Adapted for Feed Manufacturers and Mixers 
Wisconsin Agriculturist & Farmer....... . 20 ; 
16 
: Write for samples and full particulars about 
MANEY BROS. MILL & ELEVA- P P 


these two feeds. We are shippers of RED 
DURUM - CORN - OATS BARLEY BUCK- 
distributor for Ford graded charcoal for WHEAT and other grain for poultry feed. 
poultry in Minnesota, northern Iowa, Elevator capacity 2,500,000 bushels. It will 2 


the Dakotas and western Wisconsin. pay you to get our quotations regularly. ' 


tor Co., Minneapolis, has been appointed 


W. R. ROACH SEED CO., Grand 


Rapids, Mich., has been incorporated ARCHER- DANIELS - MIDLAND C0. 
with a capital stock of $50,000. The in- 


corporators are C. V. Inderriden, W. R. GRAIN DEPARTMENT 
Roach and Reed M. Roberts. MINNEAPOLIS -—- MINNESOTA 
ite if eivi 
FARMERS ELEVATOR, Wire or Write for are not receiving 


Minn., is building an addition to its 
plant and installing grinding equipment. 


THE FEED BAG—AUGUST, 1929 Page Forty-five 


Page 
12 
Herrick Feed Co 42 | kK R EK M QO 
| 
| 
| 
| 
| 
| | 


Che feed Bag 


Vol. 5. No. 8. AuGusT, 1929 
DAVID KNOX STEENBERGH 
Managing Editor 
Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 

—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed- Bag is official publication of the 
Central Retail Feed association, Eastern_Feder- 
ation of Feed Merchants and the New England 
Retai! Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


Molassco 


Screenings--- 
Molasses Base 


for Feed Manufacturers 


Our product is best 
because we use se- 
lected screenings 
thoroughly re- 
cleaned by our ex- 
clusive process. 


Ask for Sample 


We have some- 
thing especially in- 
teresting for pro- 
gressive dealers 
who are interested 
in 16% Dairy Feed 
of unusually High 
Quality. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 


BRAND 


“MEAT SCRAP 


= PROTEIN 50% 


100 LBS. NET 


= PLYMOUTH, WIS. 


FRANKE GRAIN CO. - 


DIsTRIBUTORS 


PLYMOUTH 


- E.W.BOHNSACK CO. 


= 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 
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Deutsch © Sickert 


Company 


REPRESENTATIVE OF 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 


Corn Germ Meal 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 


Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— BROADWAY 


Alfalfa Hay a Specialty 
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Use the Phone— Call 


1674 
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quality 


The F eed—True Value Growing Mash has won, on its true value 


merits, thousands of loyal friends. 


They have come to know the unusual 


benefits that become their flocks by the consistent feeding of a mash based 
upon Dried Buttermilk, Cod Liver Oil and Cod Liver Meal. They have learned 


by experience that True Value Growing 
Mash makes all the pullets in the flock 
strong and vigorous. 


The Manufacturer— 
No feed is better than its maker. True 
Value Feeds are made from rigidly 
selected ingredients that come from 
reliable sources to comply with the 
most exacting requirements of the best 
feeders. They are sold guaranteed to 
give satisfaction. 


The Dealer—tach and 
every one of the True Value dealers 
is selected because of his fitness to 
render a trueservice in the community 
he represents. The knowledge of his 
responsibilities helps him render True 
Value service. There are hundreds of 
them. Their integrity is as reliable as 
the feeds they sell. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


True Value 


REG.U.S. PAT. OFF 


GROWING MASH 


WITH BUTTERMILK 


IOOLBS. 
NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


Now is the time to wire 
and get the latest prices 
on True Value Feeds. 


; 
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You're Taking No Chance 
With King Midas Flour 


get results for the housewife before it can get 
results for the dealer. Steady repeat business 
is necessary for profits and we mean profits when we 
refer to results for the dealer. 


King Midas flour gets results in the kitchen and that’s 


why it is a leader in so many progressive retail feed 
stores. Its high uniform quality assures baking suc- 
cess and selling profits. 


The King Midas mill is proud of its growing list of 
strong dealers. Some good territory is still open, how- 
ever, and inquiries from responsible, estab- 
lished firms are solicited. Let us explain 
how King Midas quality and mill coopera- 
tion can increase your flour sales and profits. 


Midas Ylour 


MANUFACTURED BY 


Kinc Mipas Mitt Co. 


MINNEAPOLIS, MINNESOTA 


&§ ~ O person can dispute the fact that flour must 


